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A SILENT PARTNER 
THAT IS NOT VERY 
“SILENT” 


: 
The Shield Man has a power- 


ful partner working hand-in- 


hand with him in the field. 


This partner is the Company's 
own 50,000-watt radio broad- 


casting station— 


Ws M 


—on the air eighteen hours out 
of every twenty-four. 


For thirteen years now, WSM 
has been making friends for 
the Shield Man and for the 
Company, and, as a result, there 
are few localities where the 
Shield Man is a stranger. 
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If you are a real producer, it will pay 
you to investigate the excellent oppor- 
tunities open right now with Amer- 
ican Mutual. The kind of policies, 
financial background, and personal su- 
pervision that Bc. ag to succeed. 
Write John J. Moriarty, Agency Vice- 
President. 


AMERICAN 


MUTUAL LI LIFE 


A. H. Hoffman, P 
DES MOINES 































A Great Reliance 


Some one has pointed out that our life 
on this earth, in comparison with time, 
is very brief. We come to realize that 
there is much to do and little time in 
which to do it. Many men die with plans 
uncompleted, and many others are pre- 
vented by physical impairment from 
working out their plans. Life insurance, 
therefore, has become a great reliance, 
for it underwrites a man’s future — his 
greatest gamble. He can have the high- 
est ambitions, the best intentions, and 
lay what he considers fool-proof plans, 
but death or disability can destroy them 
with one stroke. Unless he is unusually 
wealthy he must rely upon life insurance. 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 
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McCarroll Head of 
Life Advertisers, 
Ljung Next in Line 


Annual Meeting at Atlantic 
City Brings Out Many 
Features 


By DOROTHY B. PAUL 


ATLANTIC CITY—John. H. Mc- 
Carroll, Bankers Life of Iowa, was 
named president of the Life Advertisers 
Association at the annual meeting 


here. Karl Ljung, Jr., Jefferson Stan- 
dard, is vice-president; A. Scott An- 
derson, Equitable of Iowa, secretary, 


and C. Sumner Davis, Provident Mu- 
tual, treasurer. Members of the execu- 
tive committee, including the above, are 
Cyrus T. Steven, Phoenix Mutual; L. 
C. Kiesling, Continental American Life; 
R. C. Berger, Connecticut Mutual; Em- 
mett Russell, Jr., Life & Casualty of 
Tennessee; Fred L. Fisher, Lincoln 
National, R. C. White, Franklin Life, 
and J. H. Castle Graham, London Life. 


C. T. Steven in the Chair 


President C. T. Steven presided at 
the opening meeting of over 100 mem- 
bers. Following the invocation by Rev. 
Alexander Mackie, president Presby- 
terian Ministers Fund, N. A. White, 
Provident Mutual, explained the theme 
of the convention and stated the five 
principal subjects to be studied. They 
were the relationships between (1) the 
life insurance business and the- public; 
(2) the companies and the public; (3) 
the companies and their policyholders; 
(4) the companies and the agents, and 
(5) the agent and his public. 

The first speaker was Eric. Hodgins, 
publisher of “Fortune,” who discussed 
“How the Public Feels About Busi- 
ness.” American business and_ the 
American public know nothing about 
each other, he said. The business man 
should take a franker attitude toward 
the public and sell not only his product 
but his motives. Only in this way can 
a public relations problem be solved 
sa fel neeneees Find out what the public 
likes and: dislikes. arid’. then -act accord- 
ingly, he counseled. 


B. S. Lichtenberg on Public Relations 


Major Roger B. Hull, managing di- 
rector National Association of Life Un- 
derwriters, had “How You Can Help 
in Some Things About Which the 
Agent is Thinking,” as his subject. 

B. S. Lichtenberg, president and gen- 
eral manager Institute of Public Rela- 
tions, spoke on “How to Improve Pub- 
lic Relations.” It is necessary to culti- 
vate the public mind to a greater appre- 
ciation of the work of the insurance 
men, he stated. Public opinion is as 
unfair as private opinion and it is easy 
to get ideas into the public’s mind, but 
hard to get them out. The practice of 

(CONTINUED ON PAGE 22) 








EFFECT OF 


ELECTION 


May Have Softening Influence on 
the Investigation of the S. E. C. 


By R. B. MITCHELL 


WASHINGTON, D. C—tThe elec- 
tion results, embodying an unmistak- 
able slap at the administration policies 
put forward by. its left-wing advisers, 
are likely to hold in check some of the 
more drastic proposals in connection 
with life insurance which have been re- 
ported as coming from some of the 
more radical element here. There are 
some who would even like to national- 
ize life insurance, the government taking 
over the institution’s assets and using 
them toward wiping out the national 
debt. 

To what extent such suggestion 
would have been seriously pushed, even 
with the Roosevelt administration rid- 
ing high, is problematical. With the 
election showing how badly the Presi- 
dent’s more radical advisers misjudged 
the electorate’s mood, the possibility of 
disquieting suggestions in connection 
with life insurance seem more remote 
than ever. 


Many “Trial Balloons” 


One thing should be remembered in 
connection with most of these radical 
or unusual proposals that emanate from 
Washington and that is that quite often 
they are “trial balloons,” put out as 
feelers to test the public’s reaction, 
Comment in newspaper editorials or 
other sources follows. These trial bal- 
loon stories are always more positive 
than the actual circumstances justify, 
for obviously if they were put out as 
being as highly tentative as they are, 
the desired reaction from the public 
would be so weak one way or the 
other as to be readily misinterpreted. 

While many among the conservative 
elements. of the population feel, some- 
times quite violently, that the Roosevelt 
administration’s system is to take what- 
ever tack it chooses with scant regard 
for what the public thinks, actually it 
is extremely sensitive to popular ap- 
proval. Last week’s election indicated 
that it can misread the signs very badly, 
not that it ignores the signs. 

As a result of this error in reading 
the omens, the administration may be 
depended on to move more cautiously 
than in the past and to be additionally 
certain that it is judging the public 
temper correctly. The election showed 
that despite the professed intent of the 


administration to spread economic bene-’ 


fits more widely among the population, 
the electorate has a strong conservative 
stteak and _ distrusts 
which tends ‘to go too far in new and 
unknown directions. 


With this conservative streak becom- 


ing more pronounced, the political, as 
well as the economic, wisdom of not 
disturbing the equanimity of 64,000,000 
life insurance policyholders becomes; 
obvious. Not all the 64,000,000 are: 
voters but a good many of them are 
and the total number of voters who are 
interested in life insurance either as 


policyholders or beneficiaries runs to 


a good many more than 64,000,000. — 
One of the reports circulating here is 





any movement 





that the Roosevelt administration has 
begun to realize how much political 
dynamite is contained in the life insur- 
ance phase of the monopoly investiga- 
tion. The situation is analogous to that 
of the newly converted communist who 
said he would willingly give up one of 
his farms if he had two farms, one of 
his automobiles if he had two—but 
balked at the idea of giving up one of 
his two shirts, the reason being that 
he had two shirts. 

The average voter in the medium-to- 
low income group isn’t worried much 
and rather enjoys it when the adminis- 
tration hauls Wall Street over the coals. 
But when it starts monkeying with life 
insurance that is something very differ- 
ent. He has life insurance and despite 
all the New Deal promises about giving 
everybody more of everything, Mr. 
Average Voter is reasonably certain 
that when he is taken out of the pic- 
ture, his life insurance will be the only 
item in his estate of any consequence. 


Puts Real Faith in It 


In spite of occasional criticisms, the 
average man literally puts more trust 
in life insurance than in anything 
or anybody on earth. He relies on it 
to do the most important job in the 
world for him after he is no longer 
around to do it, himself. 

Mr. Average Voter can be philosoph- 
ical about what happened to Wall 
Street, feeling that even though there 
most be some wreckage, the eventual 
improvements are worth the damage. 
In the case of life insurance, however, 
he is vitally, personally interested. Life 
insurance, as far as he is concerned, is 
doing its important job for him and 
doing it satisfactorily. 

Maybe he can think of improvements 
he would like to see made but his 
trust in any government administration, 
whether Republican or Democratic, is 
a long way from being enough to per- 
mit him to see it try to “improve” the 
institution of life insurance. He is 
much more vitally interested in preserv- 
ing the benefits of what he has rather 
than tampering with the institution on 
which he is pinning all his faith for the 
sake of problematical improvements. He 
may be a liberal or even a radical on 
many points, but in relation to his life 
insurance, he is an intense conservative. 


“Plot” Rumor 


It is for the foregoing reason that a 
report has gained currency that the life 
insurance angle was worked into the 
monopoly investigation through subtle 
efforts of enemies of President Roose- 
velt in an attempt to get him in wrong 
with the voters. The idea seems ob- 
viously fantastic but the fact that the 
rumor has gained a certain amount of 
circulation is evidence that the politic- 
ally explosive possibilities of disturb- 
ing the confidence of 64,000,000 policy- 
holders are becoming realized. 





Franklin D’Olier 
Elected President 
of the Prudential 


Noted for Administrative 
Genius; Was American 
Legion First Head 


NEWARK—Franklin D’Olier, acting 
president. of the Prudential, was this 
week elected president, succeeding the 
late E. D. Duffield, who died Sept. 17. 
Mr. O’Olier, formerly executive vice- 
president, was made acting president 
Oct. 10 

Mr. D’Olier, who attained the rank 
of lieutenant-colonel during the World 





FRANKLIN D’OLIER 


War, was the American Legion’s first 
national commander. He joined the 
Prudential in 1925 as vice-president in 
charge of administration. Though with- 
out experience in insurance, he had had 
a broad’ experience in business in the 
handling of. complex administrative 
problems. ‘ 


Recruited by Mr. Duffield 


It was President Duffield who per- 
suaded Mr. -D’Olier-to. give up his pro- 
jected retirement from active business 
and join the Prudential, Mr. Duffield 
and Mr. D’Olier were brought together 
first as trustees of Princeton University. 
Mr. Duffield was greatly impressed with 
the younger man’s abilities. 

The Prudential’s new president was 
born in 1877 in Burlington, N. J. It 
might be well to observe that 1877 is 
the correct year and not a typographical 
error, for Mr. D’Olier looks at least 10 
years younger than his actual age. On 
his father’s side, Mr. D’Olier is of 
Huguenot descent, the family having 

(CONTINUED ON PAGE 13) 
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Phelps Tells Factors That 
Make Sales Campaign Click 


Ward Phelps of the Life Insurance 
Sales Research Bureau in his talk be- 
fore the Life Advertisers Association 
at its Atlantic City meeting on “How 
to Make a Sales Campaign Click” said 
that the bureau’s conclusions can be 
summarized as to the value of sales 
campaigns based on investigation of 
hundreds of cases: (1) Sales cam- 
paigns can be successful in stimulating 
the agency force to a greater endeavor 
and at the same time the results can be 
financially prosperous. (2) Sales cam- 
paigns tend to stimulate the writing of 
business of the same quality as what the 
agent is already in the habit of writing. 
Sometimes a tendency is found for the 
standards of quality to go down during 
the campaign but this can usually be 
successfully counteracted by specific en- 
couragement, in the rules of campaigns, 
to write quality business. (3) Sales cam- 
paigns are a splendid aid to agency 
management. They are never a substi- 
tute for it. 


Ten Points Are Suggested 


Mr. Phelps suggested 10 important 
points to keep in mind in organizing a 
sales campaign. He denominated them 
as “Ten Commandments for Cam- 
paigns.” They are as follows: 

1, Plan the campaign well ahead of 
time. It is not too early, he said, to 
be thinking about and planning a 
Thanksgiving or Christmas contest while 
the rest of the personnel of the com- 
pany is trying to do something about the 
mid-summer slump. Careful planning in 
advance avoids many hasty decisions 
which may lead to serious violation of 
some of the other principles of a suc- 
cessful campaign. 


Use Showmanship 


2. Launch and stage the campaign 
with showmanship. An important part 
is the way in which announcements of 
the progress of the contest and the 
standing of individuals are made. 

4. Don’t make the campaign last too 
long. When the campaign lasts more 
than a month it is usually a good idea 
to have some change of pace featured. 
A special one-day drive in the middle of 
a campaign often ‘bosters up what 
might otherwise be a period of slump. 

5. Tie in the campaign with a spe- 
cial slogan or theme. It is like a good 
handle, It helps in advance promotion 
and in identifying a campaign while it 
is going on. 





6. Set the right objective. Much of 
the success or failure of a sales cam- 
paign depends on what the manager is 
trying to get the contestants to do. 
Most men compete for the immediate 
prize they will receive and next, to sat- 
isfy the natural competitive instinct or 
desire to excel, which is such an im- 
portant part of one’s makeup. It is up 
to the planner to see that it results in 
benefit not only to the men but to the 
company. Volume is an important ob- 
jective to be attained. At the same time 
it does seem a good idea to include 
some reward for effort. One recogni- 
tion of effort is to give a prize for num- 
ber of sales. An important corollary to 
this sixth commandment is that not only 
should right objectives be stressed but 
that the manager or a company should 
make sure that “we pay for what we 
want, not just ask for it.’ In other 
words, said Mr. Phelps, there should be 
specific subsidiary awards for some of 
those other factors sought, such as num- 
ber of sales, average size of policy, etc. 

7%. Maintain personal contact. There 


should be close personal contacts be- 





tween the home office and field. The 
production general should know what is 
going on in the field. Personal contact 
is one of the best ways of maintaining 
interest of producers and of keeping up 
their morale. 

8. Give everyone a chance to win. 
The contest should provide a general 
boost for the “dud” as well as for the 
star salesman. A number of sales pro- 
motion men have said that they frankly 
direct their campaigns to stimulate the 
weaker men and when they succeed 
they feel the main purpose has been ac- 
complished. Where more points are 
awarded for various factors then the 
contestants can choose prizes in various 
point ranges. 


Having Support of Family 


9. Get family support. The family 
should be shown that the benefits which 
will accrue to the agent are most ad- 
vantageous to the home. In the selec- 
tion of prizes the home can be kept in 
mind, Bulletins as to progress can be 
mailed directly to the home. 

10. A really succesful campaign helps 
to build better salesmen as well as to 
get more business now. Ofter a cam- 
paign changes the work habits of an 
agent and gives him a boost which will 
last throughout his life. These cam- 
paigns focus agents’ attention on the 
value of quality business. 








How Companies Can Help 
Build Agency Prestige 


ATLANTIC CITY—John A. Stev- 
enson, executive vice-president Penn 
Mutual Life, in his talk before the Life 
Advertisers Association, took as_ his 
subject, “How the Company Can Help 
Build the Agent’s Prestige.” He turned 
the discussion into what he called a sort 
of “shirt sleeve” instead of “dress up” 
affair. There is a definite work cut out, 
he said, for advertising people at the 
present time. Mr. Stevenson said that 
people cannot assume that annual state- 
ments will show a substantial increase 
in production year after year, for the 
quality of business and the type of 
service that can be rendered are ques- 
tions more important than size. He said 
he was very much concerned as to how 
the distribution methods can be im- 
proved during the next 10 years. 

Life insurance, he said, should have 
answers to criticisms leveled at it. Mr. 
Stevenson said that life insurance is not 
going to solve the problem of building 





agents’ prestige merely by sending out 
publicity telling how good agents are. 
The roots of the problem, he said, go 
down into methods of selecting sales- 
men and equipping them for work they 
are to do. Advertising appropriations, 
he said, running into millions will not 
build prestige for agents if the compa- 
nies do not provide sufficiently adequate 
training to qualify them for professional 
work. The company cannot build 
agency prestige. That’s something the 
salesman must do for himself, said Mr. 
Stevenson. The company can, however, 
help the agent clear the underbrush 
from the place where he plans to build 
prestige by eliminating from his terri- 
tory representatives of the company 
who are not qualified to offer high grade 
insurance service. 

Next, the company can supply him 
with the equipment he needs to build 
prestige in the way of training and sales 
promotion material, and then it can 





make sure that he receives deserved 
recognition for prestige built on a sound 
foundation and according to plans 
— measure up to the highest stand. 
ards, 

Mr, Stevenson referred to some con- 
tributions that the advertising men can 


‘make to the agency building program. 


In the first place, the field forces should 
be kept well informed. Next, informa- 
tion about the company, he said, is not 
merely for home office consumption. It 
may ‘be of far more actual value to the 
field than to the advertising department, 
J. P. Morgan, he said, predicted that 
business should have glass pockets. 

Information, he declared, is of no 
value if it is not clear. He said, “Can 
we avoid some prestige-destroying inci- 
dents if we try to make sure that our 
notices and other information sent to 
the field are crystal clear?” 


Usefulness of Good Manners 


Next, he said that profitable relation- 
ships are built on good manners. Busi- 
ness manners, he asserted, are on the 
same plane as personal manners. In 
handling inquiries from policyholders 
whom the company does not know per- 
sonally, he asked whether the home of- 
fice always remembers that the question 
of promptness and courtesy will largely 
determine, in the individual case, the 
question of the agent’s prestige. 

Distinguished service, he said, de- 
serves recognition. Production clubs 
and convention qualification plans, he 
said, are all based on this principle. 
The primary function of the advertising 
department in a life company, he said, 
is much that of the transformer, Mr, 
Stevenson said, “The more prestige an 
individual representative has the better 
public relations job we can do and co- 
operation is a two-way word.” 


N. Y.-Des Moines Special Arranged 


Special arrangements have been made 
to transport the eastern commissioners 
and camp followers to the meeting of 
the National Association of Insurance 
Commissioners in Des Moines, The 
arrangements are in charge of Edward 
McLoughlin, deputy New York super- 
intendent. Special cars are being at- 
tached to the Commodore Vanderbilt 
of the New York Central, leaving New 
York at 4:20 p. m, Saturday, Dec. 3. 
These cars will be sent through to Des 
Moines without a change at Chicago. 
They will reach Des Moines Sunday 
evening, 


ee 


W. C. Carroll, Republican, agent New 
England Mutual, East Hartford, was 
elected to the Connecticut legislature. 





NOTABLE OUTSIDE SPEAKERS TO ADDRESS LIFE PRESIDENTS 





THOMAS S. GATES 
President University of Pennsylvania 


E. R. STETTINIUS, JR. 
Board Chairman U. 8. Steel Corporation 


DR. FRANK B. JEWETT 
President Bell Telephone Laboratories 


JAMES G. McDONALD 
Brooklyn Institute of Arts & Sciences 
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0’Mahoney Sees Big 
Business Leading to 
"Big Government” 


Monopoly Probe Chairman 
Warns Against Undue 
Power Over Citizens 


NEW YORK—Though not touching 
on the work of the so-called monopoly 
committee, of which he is chairman, 
Senator J. C. O’Mahoney in his address 
before the Academy of Political Science 
gave an outline of his views on the 
national economy which is presumably 
indicative of his objectives as head of 
the investigating committee. His ad- 
dress also tended to reconcile some of 
the doubts as to his conservatism on 
the part of those who recalled that he 
was co-author of a bill for federal li- 
censing of industry. 

From his address, it appears that 
Senator O’Mahoney not only fears large, 
undemocratically controlled “big busi- 
ness”, but he is equally distrustful of 
the rise of “big government.” Citing 
30 of the nation’s largest corporations, 
including six life companies, Senator 
O'Mahoney remarked on the absence of 
effective control by the multitudinous 
small stockholders and employes of 
these corporations. He said that such 
large aggregations of power constitute 
not only industrial states but collectivist 
states, 


Two Great Fears 


“The question,” he said, “that must 


propound itself to every intelligent 
mind is, ‘Does this represent democ- 
racy?’ 


“There are two great fears that have 
dominated the minds of American citi- 
zens. First, that growing private busi- 
ness would dominate government—and 
in fear of that every single political 
campaign in the last 40 years has been 
fought. Another danger equally great 
to those who desire to retain the Amer- 
ican idea of living is that both busi- 
ness and the people might be dominated 
by government. 

“There are the twin evils against 
which, if we wish to maintain the 
American ideal of living, we must con- 
tend, that no private financial or busi- 
ness power shall dominate the govern- 
ment; and we must make equally cer- 
tain that no political group dominate 
business and the lives of the people of 
America. We should not call him a 
radical who calls for control of accumu- 
lated wealth.” 


Cites European Examples 


In the latter connection, Senator 
O’Mahoney referred to Thomas Jeffer- 
sons opposition to primogeniture, and 
the ‘laws against perpetuities, as indica- 
tive of efforts to prevent accumulations 
of wealth and power from hampering 
the. opportunities of the masses. He 
cited Russia, Germany, and Italy as 
examples of too great concentration of 
economic power where a relatively few 
men have been able to expand their 
power far beyond that of their prede- 
cessors and as a consequence govern- 
ment ceased to be democratic. 

Senator O’Mahoney criticized the 
tendency of people to turn to govern- 
ment, for aid, offering to give up free- 
dom and control over their own lives 
in return- for a measure of economic 
security. This tendency, he said, is ‘re- 
sponsible for the current wave of pen- 
sion plans, like the $30-every-Thursday 
scheme in California and the Townsend 
plan. Unable to maintain their own 
security, people in these movements turn 
(CONTINUED ON PAGE 12) 
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ADVERTISERS’ NEW OFFICERS 








JOHN H. MeCARROLL 


vice-president. 


Telephone Directory Issued 
The 1939 edition of the Philadelphia 
Insurance Telephone Directory has 
come from the press of THe NATIONAL 
UNberwriter this week. Copies are now 
being mailed to the insurance people of 
Philadelphia. This new directory brings 
up to date the names, telephone num- 
bers and addresses of those engaged in 
all branches of the insurance business 


New Philadelphia Insurance 








KARL LJUNG, JR. 


At the annual meeting of the Life Advertisers Association, John H. Mc- 
Carroll, advertising manager of the Bankers Life of Iowa, was elected president 
and Karl Ljung, Jr., assistant secretary of the Jefferson Standard Life, is made 


in the Philadelphia metropolitan area. 

Additional copies of the book can be 
obtained from THe NATIONAL UNDER- 
writer’s Philadelphia office, 1127 Fi- 
delity-Philadelphia building, 123 South 
Broad street, telephone Pennypacker 
3706, or from the Chicago office, 175 
West Jackson boulevard. 





E. 8S. Spear, Ohio State Life, Gallipolis, 
0., has been elected worshipful master 
of Morning Dawn Lodge, A. F. & A. } 
one of the oldest in Ohio. 








Independence Square 








THANKSGIVING DAY 


In the “good old days” before the War, Thanksgiving 
sentiments of gratitude were dressed out with references to 
turkeys, pumpkins, bounteous harvests of wheat and corn and 
cotton, and other products of the soil. We were prosperous 
beyond any other people, and in our churches and our procla- 
mations we boastfully thanked the Deity for it. 


Nowadays we have too much cotton, corn, wheat,—too 
much of everything that the soil can give; but a multitude are 
nevertheless without any element of prosperity. 


Yet, we have at least three paramount blessings— 


We rejoice in the inviolable right of self-determination— 
a factual right, bristling with constitutional protection. 


We have faith in the ability of the American mind to 
solve our problems, with insistent justice to all classes and 
interests, and to restore the American standard of living. 


We have freedom, of press, of speech, and of lawful 
action. And are fearless of foreign ismatists. 


Our country, on this Thanksgiving Day, is majestic 
witness that “government of the people, by the people, for the 
people,” has not perished from the earth. 


¢ t+ 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kinastey, President 


PHILADELPHIA 

















Elections Rive 
the Commissioners’ 
Association 


Results Are Studied 
in Effort to Apprehend 
Changes 


Camp followers of the National Asso- 
ciation of Insurance Commissioners and 
others interested in the legislative as- 
pects of the business are studying closely 
the probable significance in the various 
states of the elections that were held 
last week. They are interested for one 
thing in the changes that will ensue in 
the insurance commissionerships. 

Then, they are seeking to divine what 
the legislative temper is likely to be. 
Legislative men had been fearing that 
the forthcoming season, commencing in 
January, would be a frightful one so far 
as insurance is concerned. Each year 
during the past few years when the 
legislative temper has become increas- 
ingly more radical, insurance measures 
that in days gone by were regarded as 
the forlorn hope of minority groups, 
have been getting serious attention. 
Chose responsible for looking after the 
interests of insurance companies and or- 
ganizations legislatively feared that this 
tendency would be even more pro- 
nounced in the 1939 legislative season 
and that there would be a flood of radi- 
cal measures taken seriously. 

Gain for Conservatism 


The election last week gives these 
legislative people reason to believe that 
the 1939 season may be less terrifying 
than they had anticipated. The elections 
represented a decided gain for conserva- 
tism. In a good many states the Demo- 
cratic hold was broken in one way or 
another. The legislative people will be 
more disposed to put up a fight against 
distasteful measures. 

The election will sharply change the 
makeup of the National Association of 
Insurance Commissioners. It is impos- 
sible to say at this time just how many 
commissioners will lose their seats, but 
at least 14 or 15 seem to be doomed, 
including such notables as Blackall of 
Connecticut, Hunt of Pennsylvania, 
owen of Ohio, Pew of Iowa, Earle of 
Oregon, Ham of Wyoming, Gauss of 
Michigan. 

The forthcoming winter meeting of 
the National Association of Insurance 
Commissioners in Des Moines will be a 
gathering of lame ducks. Perhaps some 
of the commissioners who voted to hold 
the meeting in Des Moines instead of, as 
traditionally, in New York, may now re- 
gret their choice, because they are now 
deprived of one last fling at Broadway 
on the state expense account. With such 
a number of lame ducks participating, 
the Des Moines meeting is likely to 
prove to be a rather listless, purposeless 
gathering. 


Voters Were Respectful 


So far as the officers and members of 
the executive committee of the associa- 
tion are concerned, the voters treated 
the association with considerable respect. 
Frank N. Julian of Alabama, the presi- 
dent, is probably safe. Read of Okla- 
the secretary, was reelected commis- 
sioner for the fourth term. L. H. Pink 


of New York, chairman of the executive 
committee, is under shelter with the re- 
election of Governor Lehman. 

A. J. Ham of Wyoming, the vice-pres- 
ident, however, is doomed by the election 
results in his state. 

(CONTINUED ON PAGE 10) 
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Finds Value in 
Vocational Tests 
in Picking Men 


Speaker at Brooklyn Su- 
pervisors Meeting Gives 
Experience With Selection 


BROOKLYN.—The value of voca- 
tional guidance tests for prospective 
agents as a means of cutting down 
turnover and getting better results from 
potential recruits and centers of influ- 
ence was discussed by G. V. Austin, 
general agent Aetna Life, Brooklyn, in 
his address before the joint sales con- 
ference of the Brooklyn Life Supervisors 
Association and the Brooklyn Life Man- 
agers Association, sponsored by the 
former organization. All the speakers 
were Brooklyn managers, general agents 
or supervisors. C. E. Haas, supervisor 
Mutual Benefit Life, and president of 
the supervisors’ association, conducted 
the session. ; 

Mr. Austin uses several selection sys- 
tems, principal reliance, however, being 
placed on the Strong vocational inter- 
est test. This test is based on the the- 
ory that men having interests similar 
to those of successful men in a given 
line of business will have the best chance 
for success if they go into that busi- 
ness. Mr. Austin emphasized that his 
results did not cover a long enough 
time or a sufficiently large number of 
men to be regarded as conclusive but 
said he felt they indicate that tests are 
a useful supplement to individual judg- 
ment, 


High Batting Average 


As far as they go, Mr. Austin’s results 
with the Strong test give the test a 
batting average of .1000, a result that 
is due in a measure to the small num- 
ber of men who were put under contract 
directly as a result of their test rat- 
ings. Of 51 men contacted, and inter- 


viewed and given the simpler tests, only’ 


21 were judged to be good enough ma- 
terial to be put through the Strong ex- 
amination. Of the 21 taking the test, 
seven passed. However, five of the 
seven decided against going with the 
Austin agency, either going with some 
other life insurance office or into an 
entirely different line of business. 

Thus, two mén were put under con- 
tract as a result of the interviews and 
the favorable showing on the Strong 
test. That was six months ago and the 
men are both doing very well. It is 
interesting to note that two other men 
put on at about the same time in spite 
of adverse test scores, failed to do well 
and are now out of the business, rep- 
resenting a loss to the agency in super- 
vision and financing. One of the five 
who was successful on the Strong test 
but went with another agency is making 
an excellent record. However, another 
one of the five who also went into life 
insurance is not doing so well. 


Aids to Judgment 


Mr. Austin said that he plans to keep 
on. with. the use of tests as aids to judg- 
ment because they. are more accurate 
than mere judgment; the knowledge that 
tests are used helps in recruiting by im- 
pressing prospective agents and centers 
of influence. Use of tests also tends 
to raise the prestige of the agency with 
the. public and with the agency’s own 
full-time staff. and in addition saves 
much grief and makes it ‘more certain 
that men the agency puts on will be well 
above the average in their results. 

Harold Parker, manager Phoenix Mu- 
tual, spoke on the richness of the Brook- 

(CONTINUED ON PAGE 12) 





Metropolitan Makes 
Policy Revisions 


Policy Loan Interest Rate 


to 5 Percent; Settlement 
Options Revised 


NEW YORK—Policy revisions in- 
cluding changes in settlement options 
and reduction of policy loan interest 
to 5 percent, effective on new ordinary 
issues Jan. 1, were announced by Metro- 
politan. Interest rate on policy loans 
under policies issued prior to Jan. 1 
will remain at the rate specified in the 
policies, 

No change is made in guaranteed in- 
terest rate payable on policy proceeds 
left under options 1 and 2, which re- 
mains at 3 percent annually. A new 
option 3A is included in the new issues, 
providing a life annuity, with further 
provision that in event of death of an- 
nuitant before he has received annuity 
payments equal to the amount retained 
by the company under the option, the 
balance will be paid upon his death. 
This is the same plan as under individ- 
ual immediate annuities with guaran- 
teed minimum return. This new option 
replaces the 20 years certain option 
known as option 3. Option 3 becomes 
a life income with annuity payments 
guaranteed for ten years. 


Current Mortality Table 


A current mortality table is being 
used in computing amount of monthly 
instalments under options 3 and 3A, due 
to improved longevity of annuitants. 
Guaranteed amount of monthly instal- 
ments per $1,000 of proceeds retained 
under option 3 in most cases will show 
reduction. 

Option 4 in the new forms will be 
granted on the basis of 95 percent of 
the gross individual annuity rates in 
effect at date option is elected, which 
will grant larger annuities per $1,000 
than under a regular individual annuity 
contract. Current policies provide this 
option at net annuity rates. 

Premiums per unit of monthly in- 
come under retirement income policies 
have been increased, due to need for a 
greater amount at maturity to produce 
a given income. Cash, loan and paid- 
up values are increased, as well as 
amounts payable at death in later years. 

No specific provision for withdrawals 
under option 1 is incorporated in new 
forms, but limited withdrawals under 
certain circumstances will be permitted. 

It is stated there will be no increase 
or other change in premium rates ex- 
cept on retirement income policies. <A 
new ordinary rate book is being pre- 
pared, to be distributed in December. 

The upper age limit at issue for re- 
newable term policies is reduced. 


New Policy Prepared 


A “special intermediate” policy is be- 
ing introduced on endowment at 65 and 
20-year endowment plans in amounts 
of $500 and $750 only. It includes 
waiver of premium and accidental death 
benefit paying additional insurance. 
These forms 
monthly premium basis. After Dec. 1 
no policy other than these will be sold 
in the ordinary department for less 
than $1,000. No industrial policies will 
be sold on any endowment plan which 
bear a date subsequent to Dec. 31. 


In the juvenile field a number of poli-. 


cies are being introduced due to de- 
mand for ordinary insurance for chil- 
dren under 10. The new plans are: 
whole life paid up at 85, 20-pay life, en- 
dowment at 65, and 20-year endowment, 
the latter not to be issued in New York. 
Amounts will be graded, increasing to 
an ultimate $1,000. Only one policy 
will be issued to any one child. Payor 
clause waiving premiums for a limited 
(CONTINUED ON PAGE 21) 
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Life Brokers Still 


Must Have License 


NEW YORK—tThe proposal to per- 
mit brokers to write life insurance with- 
out certificates of authority from the 
life companies with which they place 
business will be omitted from the pro- 
posed insurance law revision and_ be- 
cause of its controversial nature will 
probably be the subject of a separate 
bill, Assemblyman Piper, chairman of 
the joint legislative committee on insur- 
ance law revision, said at the hearing 
on the life sections of the revision, The 
disputed proposal is favored by the 
brokers but opposed by life companies 
and agents. 

Opposing the provision requiring 
written examinations for the licensing 
of new agents, B. S. Shepherd, actuary 
Life Presidents Association, said that 
such examinations would necessarily 
have to be so simple that all they would 


really measure would be the applicant's | 


memorizing ability. He said that in 
other states where the examination sys- 
tem has been tried it has not been par- 
ticularly successful and that the asso- 
ciation is collecting data on the expe- 
rience in those states. 


More Stress on Education 


Expressing agreement with the pur- 
pose behind the proposal, Mr. Shepherd 
said he believed that aim would be bet- 
ter served by laying more stress on 
educational processes and that it would 
be better to give the superintendent au- 
thority to refuse to license where he 
felt that agents were not being ade- 
quately prepared by their own compa- 
nies’ educational program. 

Chairman Piper flatly disagreed with 
this point of view, saying he could not 
see why there would be less education 
on account of written examinations. He 
suggested that what the companies 
really want is to permit their men to 
earn a living while they are still learn- 
ing the business, and that without writ- 


ten examinations they would continue | 


to send out untrained men to solicit life 
insurance. As to the examinations be- 
ing too easy, he said that from what he 
knew about the brokers examinations, 
the department is amply able to devise 
tests which are sufficiently searching. 


Ecker on Investments 


F, W. Ecker, vice-president Metro- 
politan Life, urged that the proposed 
code be modified so as to put less rigid 
limits on the type of ‘investment per- 
missible for life companies. He made 
the point that no one can write a law 
making investment practices sound, and 
in the long run a successful investment 
record depends on the man in charge. 
He observed that if the type of invest- 
ments were restricted too much, the 
result would be to reduce the number 
of acceptable securities to an extent 
where a lower return would be received 
on them and consequently increase the 
net cost of insurance to policyholders. 

Mr. Ecker also urged that the law 
be made flexible enough to allow for 
fluctuation in conditions in business and 


to permit companies to make invest- 


ments at appropriate times. He particu- 
larly urged that the requirement as to 
the previous earnings record of secur- 
ities be made on an average basis, 
rather than requiring an unbroken rec- 
ord for the previous five years. The 
committee was favorably disposed to 
the latter point. 

E. J. Howe, recently appointed chief 
financial adviser of the section of the 
Securities and Exchange Commission, 
which is investigating life insurance, was 
a visitor at the hearings. He was intro- 
duced to the committee by Superintend- 
ent Pink. 


Reynolds Sales Service Head 
R. B. Reynolds has resigned as Fort: 


Dodge, Ia., agency supervisor of the 
Equitable Life, Iowa to become director 
of sales service of the American Mu- 
tual Life, with headquarters in Des 
Moines. 





proper basis is provided in the law. 


Metropolitan Views 
Pink's Commission 
Proposal as Unsound 


Otherwise Is Generally Fo. | 


vorable to N. Y. Depart. 
ment’s Recommendations 


NEW YORK.—In a letter to its field 
force in New York state the Metropoli- 
tan Life takes up the 14 recommenda. 
tions for changes in the law covering 
industrial insurance made by Superin- 
tendent Pink in his recent report to 
the legislature and gives the company’s 
position on each one, On_ practically 
every point the company is in harmony 





‘with the recommendations, 


The main proposal on which the Met- 


ropolitan takes issue with the insurance 
department is the one requiring com- 
panies to pay industrial insurance agents 
more commission for ordinary than for 
industrial, more commission for monthly 
than for weekly business, and more 
commission for insurance on adults than 
for coverage on children. The depart- 
ment’s position is that such a require- 
ment would serve to identify the agent's 
insurance with the more socially de- 
sirable forms of insurance. 


Opposed as Unsound 


The Metropolitan opposes this ree- 
ommendation on the ground that it is 
unsound to make a measurable differ- 
entiation between the first year’s com- 
mission paid for either ordinary or in- 
dustrial insurance, or as between month- 
ly premium and weekly premium poli- 
cies. The company feels that this pro- 
posal would discriminate against per- 
sons who can only meet their insurance 
needs by the weekly premium form of 
coverage. There is danger, the com- 
pany feels, that because of lower com- 
missions for the writing of weekly prem- 
ium insurance the needs of such persons 
might be slighted because higher com- 
missions on other forms would tend to 
attract agents toward concentrating in 
that field. 

As to Superintendent Pink’s second 
recommendation, involving prohibition of 
compensating managers and _ assistant 
managers on the basis of increases in 
business, the Metropolitan states that 
it has been considering for some time 
plans along this line similar to changes 
already made in the contracts with the 
agents themselves. The Metropolitan 
is also in sympathy with the third rec- 
ommendation, which is to clarify sec- 
tion 98-a by an amendment to allow 
agents additional compensation up to $5 
a week and managers and _ assistant 
managers up to $10 a week when their 
conservation records compare favorably 
with that of the company as a whole. 


Already a Company Rule 


The fourth recommendation, making 2 
10 percent allowance mandatory where 
industrial premiums are paid at a com- 
pany office, has been followed by the 
company for more than 25 years. As 
to the fifth recommendation, proposing 
to limit industrial insurance to $1,000 
and eventually graduated down to $500. 
the Metropolitan points out that it has 
in force rules, designed to confine the 
sale of industrial coverage to cases 
where it is suitable. : 

The Metropolitan’s comment on the 
sixth recommendation, requiring a stand- 
ard provision in all weekly premium pol- 
icies permitting the insured to change 
permanently to a monthly premium 
basis at a proper premium discount. 15 
that the company would not object to 
the general principle as long as a 
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to the seventh recommendation, which 
would permit the insured to switch to 
ordinary when his industrial policies in 
one company exceed $1,000 and he is 
insurable, the Metropolitan points out 
that it has for many years made changes 
from industrial to ordinary when such 
4 change is in the interest of policy- 
holders. 

Endorses New Table 


The Metropolitan has already gone 
on record as being agreeable to the use 
of a new and more modern standard 
industrial mortality table, as proposed 
in the superintendent’s eighth recom- 
mendation, As to the proposal (No. 9) 
to limit on a new scale the amount of 
industrial insurance which may be writ- 
ten on a child, including a maximum of 
$400 between ages three and 10, the 
Metropolitan believes that the $400 limit 
is too low between ages four and 10. 

The tenth recommendation would re- 
quire a standard provision for cash sur- 
render values after four years. The 
Metropolitan’s current policies provide 
cash surrender values at the end of five 
years. As to the eleventh proposal, for 
a standard provision in industrial pol- 
icies for insertion of a space in the pol- 
icy and application for the naming of 
beneficiaries, the company notes that it 
has been following this practice since 
Jan. 1, 1937. 


Already Has Jurisdiction 


In connection with the twelfth recom- 
mendation, which is that the superin- 
tendent should be given authority to 
disapprove misleading provisions in in- 
surance policies, the company points 
out that for many years the department 
has approved all industrial policies. 

Superintendent Pink’s thirteenth rec- 
ommendation is that companies should 
be required by law to notify lapsing 
policyholders within six months after the 
lapse of the exact amount and the form 
of non-forfeiture benefits available to 
them. The Metropolitan points out that 
it has been giving such notice on non+ 
forfeiture benefits required by law and 
to make such notice mandatory for the 
benefits given ‘between six months and 
three years would be unreasonable and 
unnecessary under the company’s pres- 
ent liberal policies because in many 
cases the extended term insurance would 
have expired before the insured could 
receive the notice. 


“Sound Health” Clause 


As to limitations on the “sound 
health” clause contained in the four- 
teenth recommendation, the Metropoli- 
tan observes that it no longer has a 
“sound health” clause in its policies but 
that the recommendation is in line with 
the provision as to medical treatment 
contained in the policies issued Jan. 1, 
1937, Neither is there any difference 
of opinion of the fifteenth recommenda- 
tion, which would require every indus- 
trial policy to have the words “indus- 
trial policy” printed conspicuously on 
the first page and filing back. 

After dealing with the fifteen specific 
recommendations of the superintendent, 
the Metropolitian’s letter points out that 
It is still opposed to a present prohibi- 
tion of endowment policies on the in- 
dustrial plan, although the superintend- 
ent recommends that the law be con- 
tinued as it is. The Metropolitan also 
States that in connection with the de- 
partment’s report to the effect that 
Practically the entire difference in the 
expense rate as between industrial and 
ordinary insurance is due to the pay- 
ments to the field force for servicing of 
industrial insurance,” the company be- 
lieves that the present cost of collecting 
industrial premiums and the contracts 
with its agents are entirely justified and 
that the company will continue to main- 
tain that position. 





Western Life Appointments 


W. J. Hartman has been appointed 
general agent of the Western Life of 
Helena at Billings, Mont. Since 1921 
he has been engaged in insurance on the 
Pacific Coast in Montana and Salt 





Lake. He succeeds W. R, Frost who 
will now devote his time to personal 
work, 

H. C. Louis, head of the insurance 
department of the San _ Francisco 
“News” is appointed general agent at 
San Francisco. 


Aetna Life School 


Instruction in life, group, accident 
and health insurance will be given life 
salesmen attending the Aetna school to 
be held at the home office of the Aetna 
Life in Hartford for five weeks begin- 
ning Jan. 16. Special emphasis will be 
placed on the Aetna Life’s new suc- 
cessfully-used method of selling, the 
“Estate Control Plan.” The school will 
be conducted by E. H. Snow and W. C. 
Abbey, who will be assisted by other 
home office officials. 


New Managers Appointed 

Three superintendents who were se- 
lected as ordinary demonstrators to re- 
ceive special home office training by the 
Western & Southern Life were ap- 
pointed managers. Robert Hoagland, 
formerly Marion, O., supérintendent, is 
now manager at Rockford, Ill; Clif- 
ford Spencer, Bloomington, Ind., super- 
intendent, was similarly promoted to 





manager at Grand Rapids, Mich., and 
E. V. Siefert, Toledo superintendent, 
was advanced to manager at East St. 
Louis, Ill. Manager C. B. Heiser, East 
St. Louis, was transferred as manager 
to St. Louis west. 

The three men promoted to manager- 
ships all made outstanding ordinary 
records as superintendents and demon- 
strated the value of their home office 
training in ordinary canvassing in dis- 
tricts to which they have since been 
assigned, 


Thomas Openshaw Honored 


A special 10-day writing of 395 ap- 
plications for $62.33 weekly premium, 
$27,500 monthly ordinary, and $92,000 
ordinary was presented to District Man- 
ager Thomas Openshaw by the John 
Hancock’s Manchester, N. H., office, on 
the occasion of his 20th anniversary in 
its service. The presentation was made 
at a dinner and reception held at Can- 
dia, N. H. Mr. Openshaw began his 
service with the company as an agent 
at Pawtucket, R. I., Oct. 8, 1918. He 
was transferred to Fitchburg, Mass, in 
1921, and was promoted to assistant dis- 
trict manager in August, 1922, when he 
was placed in charge of the Clinton, 
Mass. detached office. In November, 





1932, he went to Burlington, Vt, as 
assistant district manager in charge of 
that office and a year later was trans- 
ferred to Manchester, N. H. He has 
been manager there since Jan. 15, 1934. 





Name Slate at Toronto 


TORONTO—H. B. Berwick, super- 
visor of field service Manufacturers Life, 
gave an address on “The Magic in Life 
Underwriting” at the meeting of the 
Toronto Association of Life Under- 
writers. Nominations for new officers 
are: Honorary president, F. A. Buck, 
Metropolitan; president, George E. Far- 
rer, Canada Life; first vice-president, 
S. M. Wickens, Sun Life of Canada; 
second vice-president, C. F. Preman, 
North American Life Assurance; hon- 
orary treasurer, J. P. Michaud, Mutual 
Life of Canada; honorary secretary, J. 
A. Hancock, Prudential. 





Wausau, Wis., Manager Drowns 

N. P. Beck, 47, district manager Met- 
ropolitan Life, Wausau, Wis., president 
Wausau Association of Life Underwrit- 
ers and director of the Wisconsin State 
association, was drowned at Island 
Lake in Vilas county, 15 miles north- 
east of Manitowish, while fishing. 








from 


Minneapolis skyline 


NYWNDs Home Office building 


‘‘4 BETTER PLACE TO LIVE”? 


Mot people want their own community to be ‘‘a better place to live’’—whether it be farm or city, — 


hamlet or metropolis. 


Yet many people overlook one simple, friendly, and helpful means of making their own community 


a better community for themselves and for others to live in. 


Whenever someone in your community 


takes a life insurance policy, he has helped to protect not only himself and his loved ones but neigh- 
boring folk as well. Every life insurance policy in your vicinity means a more self-reliant community, 
a community a little more interested in good government which protects men’s savings, a community 


with one more person or one more family made a little more secure. 









IN 
OCTOBER 
NYNL fieldmen helped 
make their communities “a 
better place to live’”’ by the 
sale of 2276 new life insyr- 
ance policies, more—by 16 
per cent—than in any 
previous month of the 
year, and—by 7 per 
cent—than in Octo- 
Z ber of 1937. 











Every life insurance policy helps 


to protect you from the risk of having to support others on charity. 
Every life insurance policy means one more family which — when 
death or old age steps in — will continue to pour dollars which are 
the life blood of your community into the tills of your merchants 


from whence it circulates for the good of all. 


You can help to make 


your community ‘‘a better place to live’’ if you will tell your NYNL 
agent about others you know who should own life insurance. 


(This is an excerpt from a leaftet sent to all NYNL policyholders 
as an enclosure with their premium notices.) 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. passer 


STRONG~ Minneapolis Minn. ~ LIBERAL 
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Life Counsel's Card 
for Silver Jubilee 


Annual Meeting Will 
. Be Held in New York 
Nov. 29-30 


NEW YORK—tThe silver anniver- 
sary meeting of the Association of Life 
Insurance Counsel will be held in the 
Waldorf-Astoria, New York City, Nov. 
29-30. Clyde P. Johnson, vice-presi- 
dent Westesn & Southern Life of Cin- 
cinnati, is president but has undergone 
a serious operation and it appears he 
will not be able to be present. The 
papers to be presented are as follows: 

William Marshall Bullitt, Louisville, 
“Principles of Dividend Distribution 
Under Modern Economic Conditions.” 

Robert Dechert, counsel Penn Mu- 
tual Life, “A Look to the Future of the 
Association.” 

Churchill Rodgers, assistant general 
counsel Metropolitan Life, ‘Purchase 
by Life Insurance Companies of Se- 
curities Privately Offered.” 

Prof. Edson R. Sunderland, Univer- 
sity of Michigan law school, “New Fed- 
eral Rules of Civil Practice.” 


Anniversary Celebration 

Professor Sunderland was a member 
of the advisory committee that drafted 
the new federal rules. There will be 
one session the first day and two the 
second day. Between the two sessions 
the second day there will be a luncheon 
at which a special speaker will appear. 
At the morning session the second day 
there will be a 25th anniversary cele- 
bration at which a number of the origi- 
nal members will be present. 


Trust and Life Men 
Cooperation Urged 


HARTFORD—The primary reason 
for life insurance-trust councils and life- 
law groups is that they afford the mem- 
bers an opportunity to educate each 
other in the functions and scope of their 
separate purposes, and provide a valu- 
able stimulus for personal fellowship, 
Holgar J. Johnson, Penn Mutual gen- 
eral agent in Pittsburgh and president 
of the National Association of Life Un- 
derwriters, told the Hartford Life In- 
surance and Trust Council. 

Mr. Johnson stated that there is no 
competition between life insurance and 
trust men, and that life insurance men 
are primarily interested in the creation 
of estates through life insurance and 
they lose their value when they set 
themselves up as trust experts. “The 
trust man must show me, however,” he 
continued, “that he is better able to do 
his job than I am.” Most often, when 
trust men are dissatisfied with life men, 
he said, it is because the trust man 
doesn’t appreciate the life man’s job. 

“One thing which will cause life in- 
surance companies more ill-will in the 
next generation are ill-advised settle- 
ment provisions. A discretionary pow- 
er is required. Widows don’t say that 
their husbands were wrong, they say 
the life insurance companies are wrong.” 
The trust officer can provide for many 
things that life insurance is not equipped 
to do, said Mr. Johnson. This is espe- 
cially true on larger estates. Life in- 
surance can also accomplish many 
things on small estates for which the 
trust officer is not as well equipped. 


Case Book Enlarged 


The Mutual Benefit Life has issued 
a new and enlarged edition of its case 
book which is used in training new 
agents, There are 20 cases in which 
the prospect’s situation is set forth with 
the life insurance solutions to his prob- 
lems and with suggestions for the use 
of options, supplemental agreements, 
beneficiary provisions, etc. 











Institute Elects 








RALPH W. BEESON 


Ralph W. Beeson, the new president 
of the Institute of Home Office Under- 
writers, is secretary of the Liberty Na- 
tional Life of Birmingham, Ala. Mr. 
Beeson succeeds Emmett Russell, Jr., 
Life & Casualty, Tennessee, who auto- 
matically becomes an executive com- 
mitteeman. 

M. M. Blair, Atlantic Life, is vice- 
president and W. E. Jones, Provident 
Life & Accident, was reelected secre- 
tary-treasurer. 

Other executive committeemen are 
John L. Briggs, Southland Life; W. K. 
Fritz, Lamar Life; C. F. Egdorf, Pro- 
—" Life; and M. S. Niehaus, Gulf 

ife. 








Lincoln National's 
Monthly Survey Out 


Brokers, bank managers and real es- 
tate company officials led all other occu- 
pational groups last month in number 
of $10,000 or larger life insurance pol- 
icies purchased, according to the Lin- 
coln National Life monthly survey. This 
group also led in total volume thus 
bought. They were followed in number 
of policies by managers of saw and plan- 
ing mills and by insurance agents. 
Farmers were runners-up in total vol- 
ume. Retailers and wholesalers, fre- 
quently in the one and two positions, 
were fifth or lower last month. 


Occupational Groups Listed 


The occupational groups listed accord- 
ing to number of big policies bought 
last month were, in order: Brokers, 
bank managers and real estate company 
officials; managers of saw and planing 
mills; insurance agents; farmers, retail 
dealers; office managers, wholesale deal- 
ers; officers in the army, navy, or ma- 
rine air corps; students; physicians and 
surgeons; agents, canvassers and col- 
lectors; public service officials; mechan- 
ical engineers, and turfmen and sports- 
men, 

Leaders in total volume were: 
Brokers, bank managers and real estate 
company officials; farmers; managers of 
saw and planing mills; insurance agents; 
retail dealers; physicians and surgeons; 
office managers; wholesale dealers; offi-‘ 
cers in the army, navy, or marine air 
corps, and students. 





Texas Order Suspended 


The Texas insurance department has 
suspended its order of Sept. 27 regard- 
ing the use of deferred premium pay- 
ment endorsements and signed premium 
notes and will hold hearings on the 
subject sometime in the future. 





Asks Saner Ways in 
Seeking Brokerage 


Agent Says Supervisors 
Should Base Appeal on 
New Sales Slants 


NEW YORK—tThe supervisor soli- 
citing brokerage or surplus business 
should base his appeal on some usable 
new selling wrinkle and sell the broker 
the idea of trying it out, C. M. Spero, 
C.L.U., independent life agent, New 
York City, declared at the November 
meeting of the New York City Life 
Supervisors Association. Where the 
broker being solicited is not a particu- 
larly able life insurance producer, Mr. 
Spero said that in addition to this treat- 
ment the supervisor should educate the 
broker on life insurance possibilities and 
then go right out and show him how 
to earn money selling life insurance. 

Since many brokers fall into the lat- 
ter classification, Mr. Spero emphasized 


the importance of the  supervisor’s 
ability as a personal producer. Other- 
wise, he said, the supervisor is not 


going to know how to give the broker 
the sort of help that will enable him to 
sell life insurance. 

Criticises “Visiting” 

Mr. Spero was critical of the system 
of getting business merely by the visit- 
ing process. He was particularly impa- 
tient with attempts to get brokers in- 
terested in agency or company sales 
contests, even though these may work 
wonders with members of the full-time 
force. He said that nothing but irri- 
tation is produced by letters to brokers 
starting off, ‘We have made you left 
end on our Blue team,” or, “This is 
President’s month. Won’t you give us 
a case so you can win a desk pad?” Mr. 
Spero said that brokers have switched 
from one agency to another just be- 
cause of what he termed “routine, mor- 
onic approaches.” 

Touching on the approaching changes 
in policy contracts, Mr. Spero saw no 
cause for worry. He said that changes 
had been made in the past as in the 
case of disability, for example, and that 
selling had gone right on just the same. 
He said that the absence of some of 
today’s selling features would necessi- 
tate smarter salesmen and smarter su- 
pervision, since production would de- 
pend more on actual sales ability. 


Life Men Sponsor Palyi Talk 


COLUMBUS, O.—Life company of- 
ficials helped sponsor a meeting here ad- 
dressed by Dr. Melchior Palyi, inter- 
rationally known economist. Dr. Palvi 
urged a return to the gold standard and 
the awakening of business men to a 
realization of the economic trends of the 
country and what they portend. 

Among the sponsors were Claris 
Adams, president, and J. K. Bye, sec- 
retary-treasurer Ohio State Life; D. E. 
Ball, president; Theodore Tangeman, 
vice-president, and C. R. Backus, treas- 
urer Columbus Mutual Life; G. W. 
Steinman, president Midland Mutual; 
M. D. Lincoln, J. E. Keltner and P. W. 
Bernard, Ohio farm bureau companies. 








Bay State Companies Confer 


BOSTON—AIl life companies domi- 
ciled in Massachusetts, on invitation of 
Commissioner Harrington, sent repre- 
sentatives to a friendly conference at 
the insurance department, where nu- 
merous matters pertaining to the con- 
duct and operation of the life business 
by Massachusetts companies were dis- 
cussed. The meeting was largely for 
the purpose of getting the views of com- 
pany representatives regarding conven- 
tion examinations and valuation of se- 
curities to assist the commissioner in 
making up a report for the commission- 
ers convention. 








October Record Was 
Somewhat Better 


The percentage decline in life insur. 
ance sales in October as compared with 
the same month a year ago was only 
15.5, which is a favorable showing in 
contrast with the experience of the past 
few months. The Life Presidents As- 
sociation reports that October sales 
were $592,432,000 as compared with 
$701,038,000 in October, 1937. 

For the 10 months of this year total 
new business was $5,876,545,000 against 
$7,546,739,000, decrease 22.1 percent. 

Ordinary sales during October were 
$380,591,000, decrease 11.4 percent; in- 
dustrial was $179,553,000, decrease 20,6 
percent; group, $32,288,000, decrease 
28.9 percent. 

For the first 10 months new ordinary 
business was off 19.9 percent, industrial 
20.1 percent and group, 45.9 percent. 





Metropolitan Death Rate 
Reaches All-Time Low 


September established an all time rec- 
ord of low mortality in the records of 
Metropolitan Life. Surprise was ex- 
pressed. August was found to have es- 
tablished a record for low mortality and 
hope was then seen that the mark would 
be bettered in September because that 
is usually the lowest mortality month of 
the year. 

In September the Metropolitan 
death rate was 6.8 per 1,000. This is re- 
markable in view of the fact that peo- 
ple of all ages are involved and the 
lowest death rate anticipated by the 
American Experience table of mortality 
is 7.49 per 1,000 at age 10. Assuming 
that age 40 is the average age of in- 
sured persons, the mortality table an- 
ticipates a death rate of 9.79 per 1,000 
or almost one-third greater than the 
Metropolitan death rate during Septem- 
ber. 

The mortality trend would indicate 
that the death rate will show an increase 
for October and will probably continue 
to increase until February which is 
usually the high point in the year’s mor- 
tality. At no time during 1938 has the 
Metropolitan mortality been as high as 
for the corresponding period of 1937 
and 1937 was considered a record low 
year. 





J. P. Self, formerly with the Texas 
banking department at Austin, has been 
appointed district manager of the Lin- 
coln National Life at Breckenridge, Tex. 





Presides 

















CYRUS T. STEVEN 


Cyrus T. Steven, Phoenix Mutual 
Life, as president of the Life Adver- 
tisers Association presided over its de- 
liberations at the annual meeting in 
Atlantic City. 
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Coast Directories 
Are Changing Hands 


The National Underwriter 
Company Buys All Books 
from “Underwriters Report” 


The National Underwriter Company 
has purchased the handbook or state 
insurance directory business of the 
“Underwriters Report” of San Francisco 
covering California, Oregon, Washing- 
ton, Montana, Idaho, Utah and Nevada. 

The “Underwriters Report” was the 
original publisher of handbooks in these 
states, having issued its first books more 
than 20 years ago. In making the pur- 
chase, The National Underwriter Com- 
pany is acquiring all rights, title, interest 
and good will in the handbooks for these 
states. The “Underwriters Report” is 
disposing of this branch of its business 
so that its staff may concentrate on the 
publication of the paper itself, and the 
insurance telephone directories for San 
Francisco, Los Angeles and other Pacific 
Coast cities, which it originated. 


Will Broaden the Scope 


The acquisition of these Pacific Coast 
and mountain states handbooks will con- 
siderably broaden the handbook publish- 
ing scope of The National Underwriter 
Company, which will, in the future, be 
publishing handbooks for 31 states, and 
the province of Ontario. The National 
Underwriter’s handbook department is 
located in Cincinnati in charge of Vice- 
president C. C. Crocker. Mrs. Nell 
Boner is chief compiler. This is one of 
the most important publishing activities 
of THE NATIONAL UNDERWRITER. Its 
handbooks, published for most of the im- 
portant states, are the standard works of 
their kind. The books to be published 
for the states just acquired will be uni- 
form with those now being issued, and 
will contain the same complete informa- 
tion. 


Minnesota Book Out 
Giving Current Data 


The Underwriters Hand-Book for 
Minnesota has come from the press of 
THE NATIONAL UNDERWRITER. It brings 
up to date the data on _ insurance 
in Minnesota and is a veritable mine of 
information for those interested in the 
subject in the state. 

Besides the regular information given 
about the agents,—name, members of the 
firm, address, other business transacted, 
if any, names of companies represented, 
date established etc., all arranged al- 
phabetically by towns, it gives com- 
plete information on the companies op- 
erating in the state showing their offi- 
cers, financial statements, field men and 
general agents, record of business for 
several years, resume of the laws per- 
taining to insurance and lists of insur- 
ance organizations with officers and ad- 
dresses. 

According to the compilers there has 
been quite an increase in the number 
of agents’ licenses issued during the 
year, the total being 44,023 compared 
with 41,197 in 1937, 41,156 in 1936. There 
are 4,690 life, increase of 535, and mu- 
tual benefit agents increase 71. 

_In that section of the book which 
gives the record of insurance in Min- 
nesota is shown that the life companies 
paid for $310,917,129 and had in force 
$2,042,380,304 in 1937. This compares 
a $233,415,691 and $1,927,225 in 

This book contains 488 pages and 
covers all branches of the. business. 
Many bits of information are given 
which can be found nowhere else. 


Effect of Gift Tax 


KANSAS CITY—The 1938 federal 
revenue act, effective Jan. 1, will reduce 
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the exclusion under the gift tax section 
from $5,000 to $4,000, and will eliminate 
the exclusion on gifts made in trust, 
according to Oliver C. Neibel, Penn 
Mutual Life, instructor of the CLU 
class here, and an authority on tax in- 
surance. 

Courts have held that it is the cash 
value of an endowment or single pre- 
mium policy that is figured for gift tax 
purposes, said Mr. Neibel. The internal 
revenue department held that if a per- 
son gives away such a policy the value 
for gift tax purposes is the cost of the 
policy to the beneficiary at the age of 
the giver when he made the gift. 


R. J. Dorr Feted on 25 Years 


Russell J. Dorr, chief accident under- 
writer of Connecticut General, has com- 
pleted 25 years service with the com- 
pany. Accident applications poured in 
from all parts of the country in a testi- 
monial drive, and Mr. Dorr received 
congratulatory messages from friends 
and a basket of flowers and a service 
pin from the company. He was guest 
at a luncheon at the Hartford Club, 
given by company officers and his asso- 
ciates and at a dinner given by the 
accident department, when a barometer 
was presented him. 


The program for the annual conven- 
tion of the Association of Life Insur- 
ance Presidents to be held in the Wal- 
dorf-Astoria, New York City, Dec. 1-2, 
is announced. The theme of the meet- 
ing is “Underwriting America’s Human 
Values.” The program is as follows: 


Chairman, Julian Price, president Jef- 
ferson Standard Life, Greensboro, N. C. 

“Canada’s Progress and Stability,” 
James L. Ilsley, minister of national 
revenue, Dominion of Canada, Ottawa. 

Address by Thomas S. Gates, president 
University of Pennsylvania, Philadelphia. 

Messages of Greeting from: American 
Life Convention, Canadian Life Insur- 
ance Officers Association, and National 
Association of Life Underwriters. 

“Life Insurance Stewardship,” Ethel- 
bert Ide Low, chairman board Home Life, 
New York. 

Address by Edward R. Stettinius, Jr., 
chairman of board and member finance 
committee United States Steel Corpora- 
tion, New York. 

“The Human Significance of Changing 
Mortality,” Dr. Harold M. Frost, medical 
director New England Mutual Life. 

“Investment Tendencies in Changing 


Measure the 


Times,” T. A. Phillips, president Minne- 
sota Mutual Life. 

Address by Frank N. Julian, president 
National Association of Insurance Com- 
missioners; superintendent of insurance 
of Alabama. 

“Totaling the Life Underwriters’ Con- 
tribution,” John A. Stevenson, executive 
vice-president Penn Mutual Life. 

“Safeguarding Human Values Through 
the American Red Cross,” Norman H. 
Davis, chairman American Red Cross, 
Washington, D. C. 

“The Laboratory—Potent Source of 
Progress in Industry,” Dr. Frank B. 
Jewett, president Bell Telephone Labo- 
ratories, New York. 

Address by James G. McDonald, presi- 
dent Brooklyn Institute of Arts and 
Sciences, Brooklyn; honorary chairman 
Foreign Policy Association, New York. 


Judge Allen May, general solicitor 
General American Life, has returned to 
St. Louis from a trip through Arkansas, 
Kansas, Missouri, Oklahoma and Texas, 
in his capacity as governor of the cen- 
tral district of Civitan International. 
He made talks to local Civitan Clubs in 
the five states he visited. 


JEFFERSON STANDARD 


by these 


STANDARDS of QUALITY 


Leading all major U. S. life insurance companies in 


rate of interest earned—5.1%. (1937.) 


Leading all major U. S. life insurance companies in 


rate of interest paid on funds left with the company— 


5% paid every year since organization in 1907. 


Leading with a modern aggressive sales program fea- 


tured by outstanding merchandising plans. 


The Largest Ordinary Life Insurance 
Company in the South. 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


GREENSBORO, N.C. 


JULIAN PRICE, President 
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Washington “Herald” 
Features J. B. Moor 





The Washington, D. C., “Herald” in 
its series of cartoons of “Who’s Who” in 
Washington, features J. Balch Moor, 
district insurance superintendent. It says 
in that connection: 

“Sometimes he’s referred to as the 
‘czar’ of the business here, seeing that 
he passes on the licenses of the 519 com- 
panies here and sees that the regulations 
are enforced. Doesn’t like the term, 
though. Red-faced and _ hard-headed, 
he’s firm exponent of the soft word that 
gets results. Clears up many a disputed 
point between policyholder and company 
that way when getting tough would be 
getting nowhere. 

“And there are hundreds of individ- 
uals a week who find their way to him 
seeking information and advice about 
their policies. Gives him a very inti- 





mate slant on tangled patterns of lives. 
Easy to get to. Knows where his pow- 
ers stop, but draws no such firm line 
about being helpful. 

“One of his days would seem to visi- 
tor pretty wearing. Peaceful, he thinks, 
being a graduate of NRA’s more hectic 
days. Was a deputy administrator, set 
up several codes. Appointed to D. C. 
office three years ago. Middling proud 
of getting $150,000 reduction in fire in- 
surance premiums here last year, and 
taxi liability rates 30 per cent under most 
cities. 

Texan; 30 years in all phases insur- 
ance there. Saw last of longhorns 
straggle across plains. Married; one 
daughter. Relaxes with ball games and 
bridge and colonial explorations. Some- 
thing of authority on pecan culture. Im- 
ports some hundreds of pounds yearly, 
from his place on Red River, to pass out 
to friends. 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 
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CAUSE for THANKSGIVING 


Widows of family providers who believed 


in life insurance protection have reason to be 


grateful. 


not in want. 


Thanks to this foresight they are 


So, too, have the salesmen who placed the 


policies every right to be thankful for the 


opportunity to serve women and children. 


Susurance 





Ged) vurlential 


Company of America 


Home Office, NEWARK, N. J. 











Covering Aviation 
Risks Is Discussed 


H. M. Shoemaker’s Paper 
Is Read Before Institute of 


Home Office Underwriters’ 


An outline of general practices fol- 
lowed with regard to underwriting avia- 
tion risks was covered in a paper pre- 
pared by H. M. Shoemaker, manager 
inspection and rating department Voi- 
unteer State Life, and delivered before 
the annual meeting of the Institute of 
Home Office Underwriters in Louisville, 
by the presiding officer, D. J. Tribble, 
Jr., chief underwriter Jetferson Standard 
Life, due to Mr. Shoemaker’s absence. 
He gave the various classifications used 
as a basis in rating, stating, however, 
that the company operated in a some- 
what limited southern territory and had 
not gained a great deal of experience 
in this phase of underwriting. 


“Individual Consideration” 


Every case classified for “individual 
consideration,” he said, is thoroughly 
discussed by the company’s reviewing 
committee with acceptance, rating or 
declination decided by majority vote of 
its members. Under the classification 
“risks not acceptable at any rating,” the 
company, if requested, will consider is- 
suing an aviation exclusion rider, but 
only upon signature of applicant, amend- 
ing his application. 

“We have not had a great many ap- 
plicants ask for this restricted coverage, 
and when one does, we refer the case 
to our legal department for the latest 
legislation or decisions in applicant’s 
state of residence and we abide by the 
legal department’s decision on whether 
to so issue in that particular state. So 
far, we have gotten along all right, but 
I still never issue a policy anywhere 
with aviation exclusion rider without 
breathing a prayer that the insurance 
a always have ‘happy landings’,” he 
said. 


Source of Information Curbed 


Concerning sources of information on 
flying hazards, Mr. Shoemaker said that 
a change had been made by the Depart- 
ment of Commerce in the issuing of stu- 
dent pilot licenses. The former plan 
necessitated the student securing license 
right after his medical examination, at 
the beginning of his course of instruc- 
tion. Now he does not apply for license 
until after completing eight hours of 
dual flight instruction and is ready for 
his first solo flight. This removes, he 
said, or at least postpones for a while, 
one reliable source of information on 
the young America that is so increas- 
ingly “taking the air.” “Perhaps we are 
proceeding conservatively in aviation 
underwriting, but, so far, our agency 
force is apparently satisfied with our 
procedure and our mortality on this 
class of business has been low.” 


W. E. Stovall’s Paper Read 


A thorough understanding of the in- 
dustrial class of people and a large 
amount of common sense add greatly to 
a person’s success in working with in- 
dustrial insurance, commented W. E. 
Stovall, industrial department Gulf Life, 
at Jacksonville, Fla., in a paper read be- 
fore the meeting by R. H. Anderson of 
the Liberty National in Mr. Stovall’s 
absence. 

“It is very easy for us who work 
with industrial insurance to become too 
technical and find ourselves making un- 
necessary rules. Much more can be ac- 
complished, I think, by having as few 
definite rules as possible. Cooperation 
between the home office and field man 
is imperative” Mr. Stovall said. “It is 
some times difficult to understand why 
the usual small amount of insurance 
involved on industrial policies can be 
so speculative. Possibly the principal 
reasons are because generally no medi- 
cal examination is required and many 





agents do not take as much time a; 
they should in completing the applica. 
tion. Usually there is a feeling tha 
insurance companies do not pay very 
much attention to these small policies” 

Mr. Stovall then outlined the many 
things to be considered in determining 
a beneficiary’s insurable interest in ip. 
dustrial policies. It is a wise office man- 
ager or department head who chooses 
with care the clerks that are delegated 
the responsibility of handling the indus. 
trial policies sent in to the home office 
for change or correction. Here many 
evils can be caught and corrected, he 
said. Close cooperation between this 
department and the underwriters is very 
essential. 

Chester F. Barney, manager of un- 
derwriting American United Life, ip 
discussing “Underwriting Between the 
Lines” said that just as the physician 
makes his reputation and earns his large 
fees on occasional cases where superior 
knowledge and skill is required, also 
is the underwriters’ effectiveness deter- 
mined by sound judgment, intuition and 
imagination on few cases, rather than on 
many. A practical knowledge of past 
experience and human psychology, and 
an awareness of changing conditions 
both social and moral, is vital, he said, 
“Who wrote the business?” is becom- 
ing more and more important as a con- 
sideration in the selection of risks by 
the home office. “The underwriter who 
is best able to catch small items, letting 
the more important ones slip through 
his fingers succeeds primarily as an ir- 
ritant to the field forces and a loss me- 
dium for his company. The confidence 
of the agent must be preserved at all 
costs. Without this, company decisions 
lose authority, and justifiably. Stress is 
to be laid on the 10 percent of business 
reviewed—not the 90 percent.” 

The justification for courage and 
realistic handling of occasional danger- 
ous situations is more than a monetary 
gain for the company. It is a profit 
which may be divided down the line 
where it will do real good, he said. 





Maryland Agents Election Winners 


Several Maryland insurance men were 
elected to public office in last week’s 
balloting. W. C. Walsh, former insur- 
ance commissioner, was elected attor- 
ney-general. 

Two members of the Poor, Bowen, 
Bartlett & Kennedy agency of Balti- 
more were elected as congressmen. A. J. 
Kennedy was reelected and Thomas 
D’Alesandro was elected as a new 
member. 

W. C. Carter of the Mason & Carter 
agency, Baltimore, was elected to the 
state senate while E. J. Albers and 
B. M. Boone, II, were elected to the 
lower house of the state legislature. 


Move Into New Offices 


BALTIMORE-—At the formal ob- 
servance of the removal of ordinary 
branch of the Life of Virginia to the 
fourth floor of 19 East Fayette street, 
talks were made by J. E. Woodward, 
vice-president and John W. Murphy 
and Henry Clay, agency supervisors. 
R. R. Swigert, Ober & Associates, 
Baltimore, spoke on the progress made 
by the company. J. W. Anderson, the 
manager of the Baltimore branch, pre- 
sided. 








Bates Is Acting Deputy 


Ray S. Bates, legal examiner of the 
Ohio department of insurance, is serv- 
ing as acting deputy superintendent of 
insurance, taking ‘the place of L. B. 
Blakemore, who resigned. It is not 
believed, in view of the fact that the 
present administration has only about 
two months to serve, that anyone will 
be appointed to take Mr. Blakemore’s 
place. Mr. Blakemore was Dadly in- 
jured several months ago in an automo- 
bile accident in New Mexico. 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 
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Entertainment Plan 
for the Convention 


of Commissioners 


DES MOINES, IA.—The mid-winter 
meeting of the National Association of 
Insurance Commissioners here Dec. 5-7 
will not be all business as many social 
events have been planned to fill a heavy 
schedule. 

Tentative plans, now under considera- 
tion by the entertainment committee, 
call for several outstanding programs 
which will be of much interest to the 
insurance men. S. A. Swisher, Jr., su- 
perintendent of agencies of Equitable 
Life of Iowa, is chairman of the enter- 
tainment committee and has been busy 
arranging the necessary details. 

According to plans a stag party will 
be held Dec. 5. Also the Pamunkey 
Tribe will hold forth that evening. 

The outstanding event will be the 
banquet on Tuesday evening which will 
be attended also by the ladies. The en- 
tertainment committee is understood to 
have gone to great lengths to make this 
program one of the best of its kind. 

The ladies will not be idle while their 
husbands are busy attending business 
sessions. So far it is planned to hold 
a bridge luncheon Monday afternoon 
and a style show and tea Tuesday af- 
ternoon, 

Monday afternoon and Tuesday are 
scheduled for committee meetings. The 
question of the zone system of conven- 
tion examinations together with some 
sidelights promises to generate a very 











warm discussion. The governor ot 
John H. McCarroll, Bankers Life of 


Iowa, becomes president of the Life Ad- 
vertisers Association. Pagel 


* * * 
Franklin D’Olier electe 
Prudential. . ies 
* * x 


Election results indicate more cauti 
in federal investigation. . “eet 
* * * 

Executive Vice-president John A. Stev- 
enson, Penn Mutual Life, tells Life Ad- 
vertisers Association how to build 
agency prestige. Page 2 
* * x 
Ward Phelps of the Life Insurance 
Sales Research Bureau tells the Life Ad- 
vertisers Association how to make sales 
contests click. Page 2 
* * x 


Situation with regard to the vario 
insurance commissioners following oe 
recent election is summarized in a spe- 
cial article. Page 3 

* * * 


Senator O’Mahoney, monopoly commit- 
tee chairman, gives views on national 
economy. Page 3 

* * 


Metropolitan Life announces changes 
in policy forms. Page 4 
* * x* 

Brooklyn supervisors hold joint con- 
ference with managers. ‘ Page 4 
* * * 

Life supervisors urged to revise brok- 
erage solicitations. Page 6 
* * * 
ae National Underwriter Co. pur- 
classes from “Underwriters Report” its 
Pacific Coast state insurance directories. 

Page 7 
* * * 


Program is announced for the annual 
meeting of the Association of Life In- 
aw Presidents in New York, Dec. 

. Page7 

* * x* 


He ow ision to allow brokers to write 
i e insurance without licenses stricken 
rom New York code revision. Page 4 
* 
meeene announced for the _ entertain- 
ent features of the commissioners’ con- 
vention, Page 9 
* * x* 


Program is announced for th 

0 e annual 

meeting of the Association of Life In- 

surance Counsel. Page 6 
* 


* * 
ydfetropolitan Life gives views on New 
ork department’s Industrial insurance 
Proposals, Page 4 
* x* 


* 
Lite Presidents’ report on October 
Sales shows ie improvement. Page5 
* * 


New Kansas state insurance dire 
ctory 
comes from the press of The National 


Iowa and mayor of Des Moines will 
give welcome addresses and response 
will be made by Commissioner Ham of 
Wyoming, first vice-president. The 
only set address will be given by G. S. 
Van Schaick, vice-president New York 
Life, former New York superintendent, 
on “A New Safeguard for Old Risks.” 
A number of the commissioners and 
camp followers will arrive Dec. 4, and 
the day will be spent in social contacts. 





S. J. Katzman Dies 


S. J. Katzman, C.L.U., died of a 
heart attack in New York. He was 43 
years old. Mr. Katzman was an agent 
of the Wofford agency of the Prudential 
in New York City and was a substan- 
tial personal producer. He went into 
the life insurance business in 1925 with 
the Myrick agency of the Mutual Life 
in New York City. He joined the Wof- 
ford agency in 1932. He received the 
C.L.U. designation in 1931. 


Knights Life Changes 

The Knights Life of Pittsburgh has 
elected Assistant Secretary Joseph 
Hess, secretary, and Attorney L. 
Boehm, legal counsel, as a director. 
Director George J. Bleichner was 
chosen vice-president and made a mem- 
ber of the executive committee. These 








changes were brought about by the 
tragic death of P. Joseph Hess, vice- 
president and secretary, who was killed 
in an automobile accident in Union 
N. J., Aug. 19. 


Honor White in Los Angeles 


LOS ANGELES—California Agen- 
cies was host at a luncheon honoring 
W. Edwin White, vice-president and 
superintendent of agencies of the Con- 
tinental Assurance with members of the 
agency force and about 35 invited guests 
in attendance. 








Department Is Upheld 


The Dauphin county court at Harris- 
burg has upheld Commissioner Hunt in 
refusing to permit the Industrial Life 
to issue 20-year endowment policies in 
Pennsylvania. It held that the company 
is limited to the issuance of beneficial 
policies payable on death, resulting from 
natural or accidental causes. 





Seek Texas Assessment Reforms 


DALLAS — Legislation designed to 
strengthen the laws of the state to end 
insurance “racketeering” was discussed 
at a meeting of officials of state-wide 
mutual assessment companies here. 

It was reported that they considered 





recorhmending amendments to the in- 
surance code which they think will end 
“gypping” on the part of some of the 
assessment outfits and local mutual aid 
concerns. 


New Security Mutual Actuary 


Donald I. Parker, formerly of Cleve- 
land, has taken charge of the actuarial 
department of the Security Mutual Life 
of Nebraska. This work has been done 
for a number of years by Haight, Davis 
& Haight, but the company desired a 
full-time actuary. 


Actuaries Meet with Class 


The Michigan Actuarial Society will 
meet once a month with the life insur- 
ance class being conducted by the Uni- 
versity of Michigan and Wayne Univer- 
sity in Detroit. At the first meeting 
this week the speakers were John T. 
Rohm, president of the actuarial society, 
and A. A. Speers, actuary Michigan 
Life. 


Thomas C. Cole, assistant superin- 
tendent of agencies of the Travelers, 
was in Chicago this week en route to 
Denver. He supervises central western 
territory. 

M. W. Clement, president of the Penn- 


sylvania Railroad, has been made a trus- 
tee of the Penn Mutual Life. 
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We mean just that—"Unusually effective selling equipment.” 
Experience proves that on the average one sale results from 
each seven presentations made. 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 

Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 

Unusually effective selling equipment. 


Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll Savings, etc. 


Low Monthly Premiums. 


A $220,000,000.00 Mutual Company, 58 years old 
with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 

















10 





HieNATIONAL UNDERWRITER 








November 18, 193 








—5 








Elections Rive Commissioners’ Group 


(CONTINUED FROM PAGE 3) 





The only member of the executive 
committee whose position appears to be 
in doubt is Daniel of Texas. The great- 
est interest exists in the choice that 
Governor-elect O’Daniel of Texas will 
make so far as the insurance department 
is concerned. Judge Daniel is said to 
have a fair chance of being reappointed. 

The other members of the executive 
committee’are apparently on the lee side. 
They are: Gough, New Jersey; Holmes, 
Montana; Moor, District of Columbia; 
Lovejoy, Maine; Robertson, Missouri; 
and Williams, Mississippi. : 

THE NATIONAL UNDERWRITER queried 
its correspondents in the various states 
in which elections were held last week 
as to the possible effect upon the office 
of insurance commissioner and the re- 
sults are presented herewith: 


BOWEN’S DAYS NUMBERED 


A Republican will be appointed super- 
intendent of insurance in Ohio soon 
after the first of the year when John 
W. Bricker, Republican, who | was 
elected governor, takes office. Bricker 
will succeed Martin L. Davey, Demo- 
crat, who has served two terms, and the 
new superintendent will take the place 
of R. L. Bowen, Cleveland. Mr. Bowen 
has been quoted as saying he would 
serve as superintendent under no one 
except Davey. Mr. Bowen sold Davey 
much life insurance when he represented 


Northwestern Mutual Life in Cleve- 
land. 
The superintendent serves at the 


pleasure of the governor. While most 
of the employes of the department are 
under civil service, a number of appoint- 
ments are to be made by the new ad- 
ministration, notably superintendent, 
deputy superintendent, assistant to the 
superintendent and finance. officer, as 
well as confidential secretaries. 

Among those being mentioned as pos- 
sible successors to Mr. Bowen is Homer 
Trantham, secretary Insurance Federa- 
tion of Ohio. It is understood Mr. 
Trantham is non-committal. He is an 
attorney and has been closely associated 
with insurance legislation, litigation and 
other phases of the business for a num- 
ber of years. He has long been active 
in Republican politics and had a prom- 
inent part in the campaign just closed. 
Others mentioned are T. M. Miller, for- 
mer assistant attorney-general, and Earl 
Stewart, former assistant superintendent. 


PEW’S CHANCES ARE SLIM 


DES MOINES — The election in 
Iowa left the future status of Commis- 
sioner Maurice V. Pew in doubt, as the 
Republican party won control of the 
state offices and a complete shakeup is 
expected to follow. 

Mr. Pew was appointed by Governor 
Kraschel, Democrat, after the legisla- 
ture completed its work last May and 
his appointment was not confirmed by 
the senate. Appointments to fill vacan- 
cies expire 30 days after legislature con- 
venes if not confirmed by previous 
legislature, as here. So Governor-elect 
Wilson will make an appointment within 
30 days after Jan. 1. Among those men- 
tioned as possibilities are John Spiedel, 
now first deputy, and Leon Penquite of 
Travelers. : 

The insurance commissioner appoint- 
ment is for a four-year term. 

Mr. Pew, former first deputy, took 
over the position following the resigna- 
tion of Ray Murphy to join the Asso- 
ciation of ‘Casualty & Surety Executives. 

Mr. Pew will be the host commis- 
sioner at the forthcoming convention 
here of the National Association of In- 
surance Commissioners. 


ARTHUR HAM IS LAME DUCK 


Arthur J. Ham of Wyoming, who has 
taken an active part in the Western 
Conference of Insurance Commissioners, 
will be one of the officials to be decapi- 
tated as a new governor was elected in 
that state, whose political views Mr. 





Ham has not espoused. Mr. Ham has 
been a very useful man in his office. He 
is secretary of the western commission- 
ers’ unit. 


McCORMACK MAY GET BACK 


NASHVILLE, TENN. — With the 
election of Prentice Cooper as governor 
of Tennessee, the naming of the insur- 
ance commissioner again reverts to E. 
H. Crump of Memphis, political leader 
in his section and prominent insurance 
man. It is taken for granted that James 

. McCormack will be appointed as 
commissioner. Mr. McCormack served 
in that position until Gov. Browning 
and Mr. Crump had a falling out. 
Browning removed Mr. McCormack 
from office and appointed J. W. Britton, 
the incumbent. 


AX TO FALL ON GOODCELL 


SAN FRANCISCO Election of 
Culbert L. Olson, Democrat, to succeed 
Frank F. Merriam, Republican, as gov- 
ernor of California causes fear that rad- 
ical insurance measures may have strong 
support, 

Olson is a liberal with suspected ex- 
treme ideas. He is reported to be 
strongly in favor of liberalizing the state 
old age pension system. According to 
several leaders in southern California, it 
is reported that he is inclined to favor 
compulsory automobile liability insur- 
ance and possibly a state fire insurance 
fund for insuring state properties. 

Rex B. Goodcell was appointed in- 
surance commissioner in July to suc- 
ceed S. L. Carpenter, Jr., who resigned. 
Being appointed in an interim year, Mr. 
Goodcell was not confirmed by the sen- 
ate for a full term and, therefore, his 
term will expire early in the spring— 
as the unexpired term of Mr. Carpenter. 
There has appeared the beginning of a 
movement by insurance organizations to 
have Olson retain Commissioner Good- 
cell. However, this is considered highly 
improbable. One of those mentioned as 
a possibility is McCann Davis, former 
manager Insurance Brokers Associa- 
tion of San Francisco. 


BAKES’ HEAD TO FALL 


BOISE, IDA. — With the election 
in Idaho of a Republican governor to 





succeed a Democrat, it seems certain 
that Warren H. Bakes will be removed 


as insurance director. The head of the 
insurance department is appointed for a 
two-year term, coincidental with the 
tenure of the governor. 

D. ‘C. Neifert was director of insur- 
ance for about five years, from 1923 to 
1928, and it may be that Mr. Neifert 
will again be appointed to this office. 


DUNN’S AUSPICES FAVORABLE 


PIERRE, S. D. — The appointment 
of the insurance commissioner in South 
Dakota is for a period of two years, 
and the term of P. J. Dunn runs until 
July 1, 1939. Mr. Dunn is a resident of 
the same home town of the newly 
elected governor, Harlan Bushfield. Mr. 
Dunn has indicated pleasure at the elec- 
tion of Bushfield. 

Bushfield successfully conducted as 
state chairman the campaign two years 
ago. At the time the Republican gov- 
ernor, Leslie Jensen, was elected the 
then state chairman made one request 
and that was that Pat Dunn be named 
insurance commissioner, so it stands to 
reason that now that the state chair- 
man, Harlan Bushfield, has become gov- 
ernor-elect that he will again appoint 
Mr. Dunn to succeed himself. 


W. B. HARRISON REELECTED 


ATLANTA~—W. B. Harrison was re- 
elected comptroller general of Georgia 
last week. He is ex-officio insurance 
commissioner. 


RETURN ERICKSON TO OFFICE 


FARGO, N. D. — Oscar E. Erickson 
was reelected insurance commissioner 
for a second term of two years. He ran 
on the Republican ticket. 


SUN SMILES ON SMRHA 
LINCOLN, NEB. — The reelection 


of Governor Cochran, Democrat, indi- 
cates the indefinite continuance in office 
of Charles Smrha as insurance director. 
The director is appointed to serve at 
the pleasure of the governor. 

Mr. Smrha was appointed in August, 
1935. Gov. Cochran has pursued the 
policy of permitting appointees to con- 
tinue without formal reappointment as 
long as their services are satisfactory. 

Although the governor fought a de- 
termined but losing fight for the estab- 
lishment of a state bonding fund, he has 
otherwise been friendly to insurance in- 
terests. He secured a larger appropria- 
tion than usual for the department and 
this has made possible the procurement 
of full time service of an attorney and 





Life Presidents’ Reception Committee 








CHANDLER BULLOCK, Worcester, Mass. 
Chairman 





LEIGHTON McCARTHY, Toronto 
Vice-Chairman 


At the annual meeting of the Association of Life Insurance Presidents there 
is a glittering array of presidents who are on the reception committee. Chandler 
Bullock, president of the State Mutual Life, is chairman and Leighton McCarthy, 
chairman of the board of the Canada Life, is vice-chairman. 











also of an investigator of field Practices | 
as well as an increased office force. 
The department will suggest amend. 
ments to the assessment companies’ [ay __ 
to provide for a reserve of one sort y| 
another for protection of policyholder: 
and to protect the state against loss gi). 
premium taxes where the company dog! 
not apply for readmission. a 










YETKA CAN SURVIVE SLAUGHTER 


ST. PAUL — The term of Fran 
Yetka as Minnesota commissioner run | 
until Feb. 1, 1941. Accordingly if _ 7 
desires to hold on and his health per- 
mits, he can stay in office until tha 
time despite the fact that a Republica, 
has been elected governor to replace,” 
Farmer-Laborite to whom Mr. Yetk — 
owes his appointment. a 











HARRINGTON MAY OUTLIVE SWEEP 


























BOSTON — C. F. J. Harrington who 














was appointed commissioner for a three 











year term last April is not expected to) 








be affected by the state wide sweep of © 





the Republicans, although Mr. Harring. 7 
ton is a Democratic appointee. He js — 
the only insurance man to be appointed _ 
commissioner in Massachusetts since 
the days of Elizur Wright. Singularly, 
Harrington’s position was much more 
in jeopardy by a Democratic victory, 
Former Governor Curley, the Demo. |” 
cratic candidate again this year, was 
supported during the campaign by 
Francis J. DeCelles, who was his ap 
pointee for commissioner and served up 
to the time Mr. Harrington was named, 
It was generally felt that had the Dem. 
ocrats won Mr. DeCelles would have 
gone back to his old post. 

Governor-elect Saltonstall has made it 
known that he does not intend to make 
replacements in office on merely politi- 
cal lines, and that he will continue in 
office men who are performing. their 
work satisfactorily. ‘Commissioner Har- 
rington has, moreover, a close friend in fF 
the newly elected lieutenant governor, F- 
Horace T. Cahill, the two having been 
good friends since boyhood. 

Owen A. Gallagher, formerly an in- 
dustrial insurance agent, many years ac- 
tive in the legislature as a thorn in the 
flesh of the industrial companies, ran for 
state treasurer and was overwhelmingly 
defeated. 

Senator P. Eugene Casey of Milford, 
a local agent and vigorous opponent of 
the “vested interests” in insurance, was 
defeated. 


BLACKALL’S FUTURE CLOUDED 


HARTFORD — The status of Con- : 


necticut’s commissioner, Democrat John 
C. Blackall, remains an open question. 
Republican Governor-elect Raymond E. 
Baldwin has in no way indicated his 
intentions for this office, but insurance 
men, who think most highly of Com- 
missioner Blackall, remember that in 
1930, when the Democrats first carried 
Connecticut, Governor Wilbur E. Cross 
reappointed the incumbent Republican, 
Col. Howard P. Dunham. Governor 
Cross at that time did not have control 
of the state legislature. 

Just what the new governor’s attitude 
will be is hard to predict, although many 
observers feel that he will not imme- 





























diately attempt any sweeping depart- 
mental changes except in one or two 
places. Mr. Baldwin can hardly ignore 
the fact that although the Republicans 
won out in Connecticut, it can hardly 
be said that they “carried the state. 
Their total vote was smaller than_ that 
of 1936, when they lost their state ticket 
to the Democrats by more than 100,000 
votes. Socialist Jasper McLevy of 













Bridgeport, polled 163,000 gubernatorial 
votes this year, and yet Governor Cross 
yielded only a few more than 2,000 votes 
to his Republican opponent. McLevy, 
who will hold the balance of power 1 
the state legislature, is a constant threat 
for 1940, and Baldwin can by no means 
afford to ignore this threat. 

As for Commissioner Blackall, whose 
term-expires in January, his vigorous 
campaigning for the Democratic ticket 
has kept him in the limelight, and many 
feel it will ultimately bring about some 
new appointment to his post. Since, t00 
the insurance and motor vehicle com- 
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missions are perhaps the most important 
in the state, it is reasonable to expect 
a new insurance appointee, because the 
term of Motor Vehicle Commissioner 
Michael A. Connor does not expire un- 
til 1941. 


EARLE’S FATE IS SEALED 


PORTLAND, ORE.—With the elec- 
tion of Charles Sprague, Republican, as 
governor, to replace a_ Democrat, the 
fate of Commissioner Earle is sealed. 
Even had there been a Democratic vic- 
tory Mr. Earle’s position would have 
been uncomfortable, because Mr. Earle 
supported the opposition candidate in 
the Democratic primaries who was de- 
feated. 

It is now quite doubtful that Mr. 
Earle will carry out his threat to move 
into New York with a crew of exam- 
iners to conduct audits of New York 
companies. At first he threatened that 
he would commence such an excursion 
last July, but he has been extending his 
deadline from time to time, until now 
it would seem that it is too late. 


CHANGE CERTAIN IN MICHIGAN 


LANSING, MICH. Following 
last week’s election in which Gov. Mur- 
phy, Democrat, was defeated by F. D. 
Fitzgerald, Republican, speculation has 
started as to disposition of the office of 
commissioner. It is being taken for 
granted that Fitzgerald will not reap- 
point C. E. Gauss, because four years 
ago when Fitzgerald took office as gov- 
ernor he replaced Mr. Gauss. 

It is the consensus that John C. Ket- 
cham of Hastings, who served as com- 
missioner during Fitzgerald’s last term, 
will not be reappointed. It is doubtful 
that he aspires to the job. 

It is considered quite probable that 
Clyde B. Smith, Lansing agent, will be 
consulted before an appointment is 
made. Mr. Smith devoted virtually his 
full time to the campaign after the pri- 
maries, directing Republican activities in 
Ingham county as chairman of the 
county committee. He achieved notable 
success, turning in a 5,500-vote majority 
for Fitzgerald in the county whereas the 
Republican nominee had barely carried 
the county in his unsuccessful race 
against Murphy two years ago and had 
lost the city of Lansing by some 2,600 
votes. 

Neither State Senator George Wea- 
dock, Saginaw, chairman of the senate 
insurance committee, nor Joseph 
G. Mullen, Wallace, the house commit- 
tee chairman, will be back, the former 
having been defeated while the latter 
did not make the race. 


JESS READ GOES ON AND ON 


OKLAHOMA CITY—On the verge 
of inaugurating his fourth consecutive 
administration as insurance commis- 
sioner of Oklahoma, Jess G. Read faces 
more favorable conditions than for sev- 
eral years. 

Mr. Read’s first official action in the 
new administration will be to seek a 
conference with the incoming governor, 
Leon C. Phillips, to discuss, what, if 
any, insurance legislation should be pro- 
posed in the 1939 legislature that con- 
venes in January. For some time Mr. 
Read has strongly urged abolishment of 
the state insurance board by consolida- 
tion with the insurance department. He 
will stress this point in his conference 
with the new chief executive. 

Besides the commissioner, the board 
now comprises W. C. Theimer, state 
fire marshal, and Robert M. Siegfried, 
secretary, both appointive offices, and 
subject to change after the inauguration 
of the. incoming governor, in January. 
Mr. Siegfried was recently named sec- 
retary to fill the unexpired term of 
Avery C. Moore, who resigned. 


BIEL’S SEAT IS IN DOUBT 


ALBUQUERQUE, N. M—In New 
Mexico the department of insurance is 
under the state corporation commission, 
composed of three members who are 
Don R. Casados, Robert Valdez and 
J. D. Lamb. The latter’s term will ex- 
pire Dec. 31, 1938, and Henry Eager 
was elected to take his place in last 











Tuesday’s election. These three com- 
missioners appoint the superintendent of 
insurance. He is not directly appointed 
by the governor but the latter has some 
influence in his appointment. 

Due to the fact that Superintendent 
George M. Biel was named by two 
members who are still commissioners, 
according to some insurance men he is 
likely to be reappointed. But there is 
much speculation as to whether many 
appointments made under the regime of 
Governor Tingley will be considered by 
the newly-elected governor, John E. 
Miles. This is due to the controversy 
between the Tingley and Miles factions 
at the Democratic county and state con- 
ventions. According to reports Mr. Biel 
was a Tingley man. 


NO CHANGE IN ARIZONA 


PHOENIX, ARIZ. — The recent 
election in this state does not change 
the present setup of the state corpora- 
tion commission, which is administered 
by three commissioners who are elected 
on alternate years for a period of six 
years. The present commissioners are 
Wilson T. Wright, reelected, Amos A. 
Betts and W. M. Cox. Roy Rummage, 
ex-officio insurance commissioner, is an 
appointee of Commissioner Wright, just 
reelected. There will be no change in- 
sofar as Mr. Rummage is concerned. 


SAM KING WELL ENTRENCHED 


COLUMBIA, S. C. — It is doubtful 
if the election of a new governor in this 
state will have any effect on the elec- 
tion of the insurance commissioner. This 
is because the insurance commissioner 
in South Carolina is elected by the leg- 
islature and not appointed ‘by the gov- 
ernor. 

Commissioner King was elected in 
January of this year for a four-year term 
and the new governor takes office next 
January. Therefore, there will be little 
change, if any, in the office of the insur- 
ance commissioner. 


OWEN HUNT LAME DUCK 
PHIDALELPHIA.—The Republican 


sweep in Pennsylvania will mean a radi- 
cal change in the Pennsylvania depart- 
ment after the first of the year. 

The commissioner is appointed by the 
governor at a salary of $10,000. Owen 
Hunt, present picturesque commissioner, 
is an avowed new dealer and certain 
not to be retained. During their four 
years in office, the Democrats cleaned 
house pretty thoroughly in the depart- 
ment and it is a foregone conclusion 
that the incoming Republican admin- 
istration will do likewise. This change 
may bring back into the department 
many of the old faces familiar before 
the unexpected Democratic victory in 
1934. 

Just who will be the next commis- 
sioner is hard to say at this time. There 
are rumors galore and scores of names 
mentioned. One name heard frequently 
is that of A. G. Costello, one-time dep- 
uty commissioner. Ousted by the Dem- 
ocrats after some 24 years service is 
the department, Mr. Costello today is 
connected with Insurance Company of 
North America. 

The Republican capture of the state 
house of representatives leads the in- 
surance fraternity to feel that there will 
be little in the way of antagonistic leg- 
islation passed at the next session of 
the legislature, which convenes next Jan- 
uary. 
The general feeling is that the next 
legislature will endeavor to consolidate 
existing legislation rather than enact 
new measures. Pennsylvanians seem to 
feel that enough bills were passed dur- 
ing the past four years. 


SITUATION IN WISCONSIN 


MILWAUKEE—With the election 
of Julius P. Heil, Milwaukee industrial- 
ist, as governor of Wisconsin and the 
return of the Republican party to power 
in this state on January 2 in all im- 
portant state offices and control of the 
legislature, there is every likelihood that 
the insurance department will be in- 
cluded in the “clean up” of Progressive 
appointed jobholders. The incumbent, 
Harry J. Mortensen, New Lisbon, Wis., 








lawyer who also operated a_ local 
agency, is now serving his second term 
under Progressive appointment by Gov. 
Philip LaFollette. 

Mr. Mortensen was first appointed 
for the four year term beginning July 
1, 1931, as successor to Milton A. 
Freedy. The term expired June 30, 
1935, but at that time Gov. LaFollette 
was having trouble with an unruly legis- 
lature in confirming some of his ap- 
pointments. As a result Mr. Mortensen 
continued in office for two years and 
his reappointment was included in about 
two dozen appointments for major state 
offices made in the closing moments of 
the 1937 special session. This term, 
however, expires four years from the 
expiration of the previous term, or 
June 30, 1939, regardless of the delay 
in the previous appointment for more 
than two years. Incidentally, Mr. Mort- 
ensen is the first Wisconsin commis- 
sioner ever to have been reappointed. 

While Gov. Heil has given no indica- 








tion as to his plans and particularly as 
to the future of the insurance depart- 
ment operations, it is generally believed 
that he will not make any effort to re- 
place Mr. Mortensen until the commis- 
sioner’s term expires June 30. Whether 
Mr. Heil has any ideas as to a succes- 
sor at that time has not been learned. 

Being committed to less government 
in business, it is to be assumed that 
Mr. Heil will not be sympathetic toward 
promoting government competition with 
private insurance business. 


NEVADA COMMISSIONER REELECTED 


SAN FRANCISCO.—Harry Schmidt, 
state comptroller of Nevada, was re- 
elected. He is also ex-officio insurance 
commissioner. 


M. J. HARRISON TO CONTINUE 


LITTLE ROCK.—The reelection of 
Governor Bailey of Arkansas for a sec- 
ond term will not affect the present in- 
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Are you a worker? Are you willing 
to really work hard developing a life 
insurance general agency of your 
own? 


If you are, here is your BIG OP- 
PORTUNITY to become a full-fledged 
general agent under direct contract 
with one of the fastest growing, most 
successful life insurance companies 
in the East. 


All we ask is that you show a per- 
sonal paid for production of $100,000 
during the last year; feel that there 
isn't much chance of growing with 


your present company and have fam- 
ily responsibilities. 

Here is your chance to secure a 
liberal general agency contract with 
a company that knows how to help 
you build a profitable general agency. 
It's an opportunity to establish your 
own business; develop your own sales 
force; increase your earnings and be- 
come the head of a permanent busi- 
ness in your own community. If you 
are interested, don’t delay writing Mr. 
William J. Sieger, Vice-President, for 
the complete details of this excep- 
tional opportunity. 


Right now there are several good openings in Pennsylvania; 


New Jersey; Rhode 


Island; Maryland and Delaware. 


BANKERS NATIONAL 
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surance commissioner, M. J. Harrison. 
The commissioner may be replaced at 
the pleasure of the governor, but it is 
the opinion of .political obesrvers that 
since Mr. Harrison was appointed to 
the office by Gov. Bailey, it is not likely 
that he will be replaced. 


SIXTH TERM FOR HOBBS 


TOPEKA.—C. F. Hobbs, Republican 
commissioner of Kansas, was reelected 
for the sixth consecutive two year term. 
His opponent was Darcy Dunne. Mr. 
Hobbs’ majority was 117,000 votes. 

Mr. Hobbs first entered the depart- 
ment in 1017 and until 1921 he was an 
examiner. From 1921 until 1989 Hobbs 
was the ‘state actuary. Mr. Hobbs was 
first elected commissioner in 1929. 


UNCERTAINTY IN ALABAMA 


Word from Alabama is that Gover- 
nor-elect Dixon has been deluged with 
applications from those who would like 
to serve as insurance commissioner. 
Whether that means that Frank Julian 
is on an uneasy perch is not certain. Mr. 
Julian is president of the National As- 
sociation of Insurance Commissioners. 


O’Mahoney Sees Big 
Business Leading to 
“Big Government” 


(CONTINUED FROM PAGE 3) 


ap preoenient to do it for them, he 
said. 

“These people have been turning to 

Washington and creating larger and 
larger establishments to rule the busi- 
ness world and it isn’t clear whether 
such a system will collapse of its own 
weight or turn into one of those all 
powerful governments which are the an- 
tithesis of the American way of living,” 
the speaker declared. 
_ Senator O’Mahoney said that there 
is an underlying desire among. all 
classes to maintain freedom and that 
“90 percent of those whom we call big 
business men want only to do the 
proper thing.” Business men, he said, 
want to afford social security to their 
employes but have been unable to see 
the way. 

Expressing a desire to keep the in- 
dustrial organization which has con- 
tributed so much to American stand- 
ards of living, Senator O’Mahoney ex- 
pressed the conviction that there are 
men who are willing to preserve all that 
is good in industrial organization and 
at the same time lay the foundation for 
permanent democracy. 


Parkinson Toastmaster 


Senator O’Mahoney and the other 
speaker, L. W. Douglas, head of Mc- 
Gill University and former director of 
the budget, were introduced by Presi- 
dent T. I. Parkinson of the Equitable 
Society. In his introductory remarks, Mr. 
Parkinson observed that cooperation is 
possible only when rational processes 
are at work and rational processes are 
possible only when people trust one an- 
other. He commented on the problem 
of isolating fact from mere opinion. 
_The address of Thurman Arnold, as- 
sistant attorney general and representa- 
tive of the Department of Justice on 
the monopoly committee, was briefly 
summarized in last week’s issue of THE 
NaTIONAL UNDERWRITER. Mr. Arnold, 
who had just obtained consent decrees 
from the Ford and Chrysler corpora- 
tions in connection with their financ- 
ing of automobile purchases, declared 
that inferences that restrictions on ad- 
vertising contained in the decrees were 
the forerunner of a request for general 
legislation on advertising were errone- 
ous.. He emphasized the Department of 
Justice plan of going ahead with each 
line of business individually and not try- 
ing to set up broad general principles to 
apply to every field. . 

This attitude on the part of the De- 
partment of Justice appears to indicate 
that the insurance business need have 
no fear that principles suited to con- 


trol of other types of business will be 
stretched to cover insurance, with prob- 
able harm to the latter institution be- 
cause of its fundamental differences 
from the usual types of commerce and 
industry. 

Possibilities of a lowered rate of re- 
turn on investments were indicated by 
J. M. Clark, professor -of economics, 
Columbia University who said that the 
monopoly problem today is not outright 
monopoly but various forms of “imper- 
fect competition.” 

“The problem centers, not in extor- 
tionate profits as in the days of early 
pooling agreements or the original 
Standard Oil Company, but in the main- 
tenance of what business regards as 
moderate and reasonable profits, and in 
various degrees of stabilization of 
prices,” Professor Clark said. “This is 
not such a new thing as is often sup- 
posed. But it is a more serious prob- 
lem today than formerly, largely because 
our economic system is more vulnerable 
to disturbance and paralysis and needs 
competitive flexibility more urgently. 
Even a moderate rate of return on a 
rapidly growing investment may over- 
load industry to a point at which it can 
no longer work, under present-day con- 
ditions.” 


Asks Constructive Stand 


Advocating constructive reform of 
trade practices and not merely bomb- 
ing with negative “cease and desist” 
orders, Professor Clark said that ‘“bomb- 
ing may at times be necessary, but the 
rebuilding that comes afterward is the 
more important thing.” 

“In such constructive control, busi- 
ness should cooperate,” he continued. 
“Business may not lie this. But if it 
sees its own long-run interests, it will 
see the need for adjusting itself to 
stronger forms of competition and 
lower rates of return than it now gen- 
erally regards as fair and reasonable. 
This need arises from something I be- 
lieve to be true, though I cannot prove 
it; namely, that all business needs do 
to commit suicide is to gain and to ex- 
ercise the power, by imperfect competi- 
tion or otherwise, to protect what it 
honestly regards, by customary stand- 
ards, as a fair and reasonable rate of 
return. Under present conditions, such 
a rate of return is too great a burden 
for the economic system as a whole to 
carry successfully.” 


Finds Value in 
Vocational Tests 


(CONTINUED FROM PAGE 4) 


lyn territory as a field for life insur- 
ance sales. He pointed out that in 
Brooklyn, over and above expenditures 
for food, rent, and clothes, there is a 
“spendable” income of approximately 
$2,000,000,000. This is money which is 
available for buying cars, homes, elec- 
tric refrigerators and other commodi- 
ties above the necessities of life. He 
said that this $2,000,000,000 represents 
about one-quarter of the total spendable 
income in the entire state of New York. 


Many Own Homes 


Furthermore, said Mr. Parker, the 
fact that Brooklyn is a city of homes, 
with more than 25 percent of the popu- 
lation owning their homes, makes the 
prospects approachable and interested 
in buying life insurance to preserve the 
home. A good point about Brooklyn is 
that it is not a one-industry town where 
a slump in one line of business can ruin 
the sale of life insurance. He observed 
that manufactures in Brooklyn run an- 
nually to about $52,000,000 in footwear, 
$47,000,000 in knit goods, and $47,000,000 
in paint. He said that Brooklyn is the 
third largest manufacturing center in the 
United States and growing more rap- 
idly than any of the other centers. 

H. F.. Alexander, agency organizer 
New York Life, spoke in favor of put- 
ting the emphasis on getting men un- 
der 25 years old in recruiting. He 





pointed out that they can get along on 


much less money than an older man and 
even though they do not produce a great 
deal of business for a couple of years 
they can earn as much or more than 
they could earn anywhere else and do 
not have to meet heavy financial re- 
sponsibilities. Young men who have 
been recruited and developed by an 
agency are less likely to leave after they 
become successful than older men, Mr. 
Alexander said. 


Dramatic Presentation 


Bernard Haas, supervisor Mutual Life 
of New York, talked on working up 
sales presentations for the use of agents. 
He demonstrated a sales approach in 
which the agent asks the prospect to as- 
sume the role of a widow to whom the 
agent is about to pay a death~ claim. 
This not only gives an opportunity to 
point out the merits of a settlement op- 
tion setup but of dramatically showing 
the type of suggestion to which the 
widow is subject from friends and rela- 
tives with well-meaning but sometimes 
selfish or impractical notions. 

C. R. Salisbury, supervisor Prudential, 
said that in motivating brokers, the su- 
pervisor must first sell himself to the 
broker, then sell his company; third, 
demonstrate how the broker can make 
money selling life insurance; and fourth, 
actually go out with him and show him 
how to do it. Mr. Salisbury also em- 
phasized the necessity of the supervisor’s 
conserving his time and not wasting 
it with ‘brokers who are not potentially 
good producers. The approach to bro- 
kers, he said, should be made just as if 
one were going after a large line of 


insurance. 
C. L. U. 


College Authorities Are 
Interested in Insurance 


Increased interest in C. L. U. work 
was cited by Dr. B. E. Wyatt of the 
American College of Life Underwriters, 
at the meeting of the Pittsburgh C. L. 
U. chapter. Dr. Wyatt, who has been 
making an extended tour surveying edu- 
cational setups in various colleges and 
universities from an insurance stand- 
point, said that many authorities of the 
major institutions of learning are will- 
ing and anxious to institute courses of 
instruction in insurance subjects, but 
are handicapped by lack of men to teach 
this branch of study. He estimated 
that the amount of money invested in 
the work by those seeking C. L. U. 
rating is 10 times greater this year than 
last year. He suggested that the ideal 
setup for insurance study is a course 
in which students major in insurance in 
the junior and senior years because of 
the uncertainty of college students dur- 
ing the first two years on their educa- 
tional ambitions and the large turnover 
in students during the freshman and 
junior years. 

There are 128 students enrolled in C. 











‘L. U. courses in Pittsburgh, compared 


with 35 or 40 in former years. 


Orbison Indianapolis Speaker 


R. H. Orbison, Indianapolis attorney, 
addressed the Indianapolis C. L. U. 
chapter Nov. 17 on “Trusts and Their 
Use in Connection with Life Insurance.” 
H. E. Storer presided and C. C. Crum- 
baker introduced the speaker. 


Philadelphia Meeting 


Joseph H. Reese was the speaker at 
the meeting of the Philadelphia chapter, 
it being his first appearance before the 
chapter since his election as president of 
the national chapter. 

The Philadelphia chapter is naturally 
very proud of the fact that the national 
president is one of its own C. L. U.’s. 
He entered the insurance business Jan. 
1, 1925. From the time of his entrance 





into the business he was a substantial 








——; 


Houston Course 


—, 





H. R. SMITH 


The University of Houston has added 
to its curriculum a year’s course in life 
insurance designed to prepare students 
for the C. L. U. designation. Manager 
H. R. Smith of the Jefferson Standard 
in Houston has charge of the course, 
Mr. Smith has been in the insurance 
business 14 years and is president of 
the Houston Managers & General 
Agents Association and a past presi- 
dent of the Houston Life Underwriters 
Association. 

The course has an enrollment of 18 
life agents and six students of the uni- 
versity who are taking the course for 
college credits in the school of business 
administration. 

In addition to Mr. Smith, other life 
insurance executives will give lectures 
on special problems such as inheritance 
taxes, wills and trusts, and the various 
phases of selling. The course is given 
in the evenings. 








personal producer. He is a life and qual- 
ifying member of the Million Dollar 
Round Table. 


Hear Steamship Man 


How the former Dollar steamship 
lines are to be operated under govern- 
ment control and under the new name 
of American Presidents’ Line was told 
at the San Francisco C. L. U. chap- 
ter’s dinner meeting by George Poole, 
recently appointed vice-president by the 
Maritime Commission. A, F. White, 
Phoenix Mutual, was appointed publicity 
chairman. 


Cincinnati Class Has 30 Enrolled 


The Cincinnati chapter, which has 39 
members and is the fifth largest in the 
country, is sponsoring a study class 
which will meet from 4 to 6 p. m. Mon- 
days. Thirty agents and home office 
men have enrolled for the course for 
which E. F. Pierle, Provident Mutual, 
is instructor. G. T.. Kennedy, Lincoln 
National, is chairman of the educational 
committee. 


Twin Cities Classes 


Study classes have been started by 
the Twin Cities C.L.U. chapter, with 
about 30 enrolled. Parts 1 and 4 are 
being covered, with classes held in both 
St. Paul and Minneapolis. George 
Specht, Bankers Life, is in charge ™ 
Minneapolis while T. H. Tomlinson, 
also of the Bankers Life, is directing 


‘the work in St. Paul. 


Mr. Specht has been elected presi 
dent; Dean Field, Prudential, St. Paul, 
vice-president, and John F. Adams, 
Northwestern National Life, Minneap- 
olis, secretary-treasurer. 
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Franklin D’Olier 
Elected President 


(CONTINUED FROM PAGE 1) 


emigrated to Belfast, Ireland, during 
the religious persecutions in France. On 
his mother’s side Mr. D’Olier is of 
Quaker ancestry. One of his forebears 
was the famous preacher, John Wool- 
man. ; : : 
On graduation from Princeton in 
1998, Mr. D’Olier went into his father’s 
cotton yarn business and by the time 
the United States had entered the 
World War had become head of the 
company. His first rank in the war was 
that of captain. By November, 1918, 
he was a lieutenant-colonel on the gen- 
eral staff, his headquarters being at 
Paris. ; 

The American Legion was the out- 
growth of a dinner given by Col. Theo- 
dore Roosevelt at the Allied Officers 
Club in Paris, to which a group of 
American officers was invited, including 
Colonel D’Olier. When the legion was 
eventually organized in 1919, Colonel 
D’Olier was elected its national com- 
mander. One of his most exacting jobs 
was in connection with the visit of dis- 
tinguished foreign military leaders, at 
the time of the ceremonies for the burial 
of the Unknown Soldier. Colenel 
D’Olier was vice-chairman of the com- 
mittee in charge. Not only were the 
actual ceremonies to be taken care of 
but the distinguished guests’ tour had 
to be arranged in all details. 

As head of the legion, Colonel O’Olier 
had three main objectives: First, the 
care of disabled veterans; second, a 
business-like administration of the or- 
ganization; and third, steering clear of 
politics. 





Given High Decorations 


For his services during the war, 
Colonel D’Olier was awarded the dis- 
tinguished service medal by the United 
States and was made a commander of 
the Legion of Honor by France, the 
decoration in the latter case being be- 
stowed personally by Marshal Foch. 
He was the organizer of the salvage 
service of the A. E. F. 

Mr. D’Olier is a director of a num- 

ber of prominent corporations and in- 
stitutions, among them being the Chase 
National Bank of New York City, the 
Pennsylvania Railroad, the National 
Biscuit Company, the Howard Savings 
Institution of Newark, and the Morris- 
town (N. J.) Trust Company, the last 
ang being in the town where he 
ives, 
_ Mr. D’Olier is highly regarded among 
insurance men and among business men 
with whom he has come in contact. 
Some of his feats of unscrambling com- 
plicated corporate financial tangles, dur- 
ing the period immediately before he 
joined the Prudential, were nothing 
short of remarkable. More than that, 
however, they gave him. full scope for 
the development of his genius for ad- 
ministration. 

Marquis James, in his “History of the 








Made Secretary 








A. SCOTT ANDERSON 


A. Scott Anderson, advertising man- 
ager of the Equitable of Iowa, was 
elected secretary of the Life Advertisers 
Association at its annual meeting. 








American Legion,” wrote of him: 

“A conservative in almost everything; 
the superlative forms of speech could 
be stricken from the language without 
diminishing his ability to express him- 
self with the same unmistakable clarity 
and effect; a quiet, serene, unruffled 
man with a serene, unruffled analytical 
mind, an admirable compromiser and 
conciliator; a tolerant and agreeable 
man, always willing to hear the other 
fellow’s side and a wizard at converting 
people to his own side so adroitly that 
they are apt to be unaware of the 
change. 

“He is not a great book reader but 
an intensely penetrating and practical 
student of human nature; a shrewd ob- 
server of the smallest details of con- 
duct, which he believes are often trust- 
worthy indicators of caliber or charac- 
ter. Cautious; a believer in conference 
and consultation; likely to pause in the 
consideration of a difficult problem to 
get the reaction of the first man who 
comes along. He made the word ‘reac- 
tion’ a part of national headquarters vo- 
cabulary. A delightful companion, who 
invests every occasion with an air of 
comfortable informality. The soul of 
courtesy; every inquiry and every let- 
ter he receives, no matter from whom 
or about what, gets a considerate an- 
swer. He can say a great deal in a very 
few words or nothing in a great many 
words, as suits his purpose; and is 
courteous and plausible—always. He 
can do an incredible amount of work 
in a day, yet he never hurries others or 
permits others to hurry him; possessed 
of a quiet sense of gaiety which seldom 
deserts him; a patient, polished, pains- 
taking and exceedingly able gentle- 
man.” 





“On Conclusion”... 


"In conclusion, we find the Company's assets 
conservatively valued, its liabilities amply pro- 
vided for, and a surplus to policyholders of 
$2,881,556.57. All obligations of the Com- 
pany are met promptly, and the management 
has protected the interest of its policyholders 
ably." 

*Conclusion set forth in the report upon 
Provident's Convention examination, covering 
the period June 30, 1935 to June 30, 1938, 


as conducted by the insurance departments of 
Illinois, Oklahoma, South Carolina and 


Tennessee. 


PROVIDENT 
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WANTED 


Superintendent of Agencies 


A Western company desires to secure an experienced man to 
fill the position of Superintendent of Agencies. The position is 
a responsible one. It offers an exceptional opportunity for an 
aggressive man, who is able to qualify, to develop an agency 
program for one of the smaller companies recommended in Best’s 
Life Reports. The salary will be small to start but will increase 
as the results obtained shall warrant. The position will be per- 
manent if the applicant is successful. 
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Interested in Pick Estate 


Lire insurance men were interested in 
the appraisal of the estate of the late 
Georce Pick of Chicago, the investment 
banker, a former insurance man who at 
one time was the star producer of the 
NorRTHWESTERN Mutua Lire and later 
was Chicago general agent of the MUTUAL 
Benerir Lire. Mr. Pick was 68 years old 
and died Aug. 2, 1937, in Paris, while 
traveling with his wife and son. 

The appraisal showed his gross assets 
to be $17,497,494, being filed in the 
Lake county court at Waukegan, II. 
The federal inheritance tax was esti- 
mated at $6,636,515, the largest amount 
for that purpose ever charged against a 
resident of the county. The state in- 
heritance tax was $1,888,440. The fed- 
eral and state inheritance taxes and a 
portion of the income taxes due for 
1934 to 1937 inclusive made a total of 
$8,543,353 or 49.4 percent of the gross 
estate. The tabvlation of deductions 
from the estate is as follows: 

Federal inheritance tax..... $ 6,636,515 
State inheritance tax........ 1,888,440 
Income taxes (1934-37) 18,398 


Debts and costs of admini- 


SIGE Hvsisovs. coche cies 1,932,592 
MNDGME Me ce clesa cs yao sees $10,475,945 


Therefore, there is left $7,021,549 or 
41 percent for distribution among the 
beneficiaries. 

This is an interesting study from the 
standpoint of a man of wealth as well 
as life insurance people because it shows 
that there needs to be great liquidity to 
take care of the tax and other death 
demands. 

When the Pick will was filed for pro- 
bate an examination of all his holdings 
produced a value of $16,038,637, but an 
appraiser was appointed who increased 
the value of the estate by $1,458,857 to 
the present figure, most of the increase 
being in the valuation of 11,368 shares 
of common stock which Mr. Pick held 
in his own company. With Mr. Pick 
out of the picture the question immedi- 
ately arises as to the future of any en- 
terprise in which he played such a 
prominent part. It all goes to show 
that the tax situation on estates is a 
most vital and perplexing one. 


Effect of Morale Hazard 


Some speakers have coined rather clever 
phrases or have used a word in a sense 
that it has not been before, thus giving 
sprightliness and a sparkle to the mate- 
rial presented. For instance, at the re- 
cent InsTITUTE oF Home OFFIcE UNDER- 
WRITERS meeting at Louisville, James E. 
PowELL, vice-president ProvipENT Lire & 
ACCIDENT, dealt at some length with “moral 
hazard.” Having completed his observa- 
tions in that direction he took up the 
“morale hazard.” It was a clever play 
on words. 

He brought out the hazards that de- 
velop when morale is weakened. These 


hazards are found if income is consid- 
erably reduced or one is forced out of 
employment. That is, the mind becomes 
depressed, there is much solicitude felt 
and in consequence there is a general 
letting down and undermining of those 
elements of strength that we usually 
call punch and stamina. This means 
more or less a weakening of the fibre. 
It may have a very material effect on 
a person’s health. 

Mr. Powe.t was dealing with the ques- 
tion of underwriting of life insurance 
and showing how it differs from acci- 
dent and health underwriting. 


Keeping the Fighting Edge 


Wi1tTH so much gloomy talk in the air, 
general agents and managers are find- 
ing it necessary to be extremely re- 
sourceful and watchful to see that their 
agents are doing everything possible to 
get all the business they can. This 
does not apply only to the man who 
is looking for an excuse to lie down 
on the job but to the agent who is plug- 
ging all the time and really feels that 
he is doing his best. His danger is that 


he keeps going through all the motions 
without knowing it, has lost his 
His income drops, 


but, 


fire. he becomes 


more and more preoccupied with the dif- 
ficulty of earning a living and this in 
turn diminishes his effectiveness as a 
salesman. 

What often happens is that he be- 
comes too tense, fighting too hard and 
too desperately, trying to push his pros- 
pect into buying instead of really selling 
through motivation. 

Since there is normally a lag of a 
couple of months at least between the 
time an agent presents a case to a pros- 
pect and actually closes it, it is ex- 
tremely important that his effectiveness 





be kept at its highest point at all times. 
Frequently the only remedy is for the 


jagency to carry the man until things 


pick up. Intelligent and aggressive use 
of direct mail frequently brings a man 
out of a descending spiral. Contests, 





even if they are pretty artificial affairs, 
and the agents. know it, give stimulus, 
They give a push when it is most needed 
and realistically minded agency man- 
agers put them to work in that direc. 
tion. 


Purchase of Life Insurance by Women 


PRESIDENT GEORGE WILLARD SMITH of 
the NEw EncLanp Mutuat Lire in his 
annual report called attention to the in- 
creased purchases of life insurance by 
women. For instance, in his own company 
last year 18 percent of the new policies 
were on their lives. It was not many 
years ago that women were generally 
tabooed by life insurance companies. There 


were only a few that were supposed to be 
daring and audacidus in writing female 
risks. Now women are regarded as excel- 
lent risks and the mortality has been very 
favorable. There is little discrimination jn 
rates. The fact that women are appreciat- 
ing life insurance and are buying it opens a 
‘big field for agents which has not been 
worked as it should be. 








PERSONAL SIDE OF BUSINESS 





John M. Vorys of Columbus, O., Re- 
publican, was elected to Congress from 
the 12th Ohio district. Mr. Vorys is 
the son of the late A. I. Vorys, one-time 
Ohio superintendent of insurance. Mr. 
Vorys’ legal firm has represented a 
large number of insurance companies. 





R. M. Williams, general agent John 
Hancock Mutual at Little Rock, was 
elected school director at the election. 
With four men in the race, two of them 
holding the office at this time, Mr. Wil- 
liams led the ticket. 





John A. Stevenson, executive vice- 
president of the Penn Mutual Life, has 
been elected a director of the Lumber- 
men’s Fire and Philadelphia National 
Fire of Philadelphia. 





J. L. Madden, vice-president of Met- 
ropolitan Life, was reelected chairman 
of the executive committee of the 
Transportation Association of America 
at the annual meeting in Chicago. 





A. F. Kinney, agency secretary of the 
Security Mutual Life of Binghamton, 
N. Y., and Miss Lois E. Waterhouse of 
Kennebunk, Me., were married Nov. 12. 
Mr. Kinney became acquainted with 
Miss Waterhouse while connected with 
the Life Insurance Sales Research Bu- 
reau at Hartford. She was employed 
at the home office of the Aetna Life in 
the actuarial department. She is a 
graduate of Mt. Holyoke College, hav- 
ing specialized in mathematics. 





James A. Blainey, well known in the 
New York City insurance district, who 
was formerly president of the Cosmo- 
politan Fire, becomes director of pro- 
motion of the Croyden Hotel, 12 East 
86th street, New York City. It is one 
of the splendid residential hotels. 





Leopold Szego and Deszo Garay of 
the Ohio State Life in Cleveland have 
completed 500 weeks of consecutive 
weekly production. Both have been 
members of the Ohio State Life Honor 
Club for years. 





Miss Agnes Vera Bowyer of San Fran- 
cisco, familiarly known to her friends 
as “A. V.,” suffered a heart attack and 
is in St. Francis Hospital in her city. 





She hopes to be able to get to her home, 
3845 California street, in due season, 
Miss Bowyer is the San Francisco news 
representative of THE NATIONAL UNprER- 
WRITER. She attended the annual meet- 
ing of the California Association of 
Insurance Agents at Fresno for her pub- 
lication and shortly thereafter was pros- 
trated. It will be a number of weeks 
before Miss Bowyer can resume her 
duties: Her case requires a long rest 
and for the next few weeks’ she will 
be confined to her bed. Miss Bowyer 
is executive secretary of the San Fran- 
cisco Life Underwriters Association, is 
interested in many activities outside of 
her own work and is held in the high- 
est esteem by insurance people. 





B. A. Burkhart, office manager of the 
John Hancock Mutual Life in Indi- 
anapolis, was honored at a state meet- 
ing there, celebrating his 25th anni- 
versary of service with the company. 
The meeting marked the close of a 30- 
day new business contest as a testi- 
monial to Mr. Burkhart, who was pre- 
sented a bound leather book of person- 
ally signed messages from agents, sent 
in with each application written during 
the contest. Leaders in the contest were 
Walter Lichtenstein and E. R. Crisell, 
both unit managers in the Indianapolis 
office. 


Ray Hodges of Cincinnati, manager of 
the Ohio National Life, has undergone 
a third operation since July. He is at 
Christ Hospital in his city where he 
expects to be for a number of weeks. 
He is a trustee of the National Asso- 
ciation of Life Underwriters. 


F, A. Colton, 68, State Mutual Life 
general agent in Concord, N. H., from 
1909 until 1937, when he retired from 
active general agency work with the 
title of general agent emeritus, died after 
an extended illness. Stephen Ireland, 
vice- -president and superintendent of 
agencies, represented the home office at 
the funeral. He was accompanied by 
General Agent G. F. Robjent of Bos- 
ton. 








Morris Brownlee, general agent State 
Mutual Life, Houston, Tex., has been 
named general campaign chairman of 
the annual Red Cross roll call for Har- 
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ris county, of which Houston is the 
principal city. He is secretary-treasurer 
of the Texas Association of Life Un- 
derwriters and a director of the Hous- 
ton association, 





Sherman E. Kirk of Bremerton, 
Wash., became the 13th field man of 
Northwestern National Life of Min- 
neapolis to complete ten years in its 
App-a-Week Club when he qualified for 
membership for the 520th consecutive 
week Nov. 3. He has been awarded a 
check for $100 and a special gift prize 
of a pair of sterling silver candlesticks, 
appropriately engraved, in recognition 
of his record. Mr. Kirk is with the 
Earle W. Zinn agency of Seattle. 





President Chandler Bullock of the 
State Mutual Life has been elected 
president of the board of trustees of 
Clark University, Worcester, Mass., and 
placed on the finance committee. 





G. M. Brandt, 65, who retired as audi- 
tor of the Equitable Life of Iowa in 
June after 32 years of service, died at 
his home in Des Moines following a 
heart attack. 





Herbert Laflin, assistant counsel 
Northwestern Mutual Life, has been 
elected chairman of the Round Table 
of the City Club of Milwaukee. 





C. S. Schilling, general agent Ohio 
State Life, Newark, O., and Mrs. Schil- 
ling announce the birth of their eighth 
child, a boy. He has been named 
Charles Edward for Dr. C. E. Schilling, 
vice-president and medical director 
Ohio State Life. The Schilling fami- 
lies are not related. 


SALES MEETS 


Gray at Cincinnati Agency 

A. E. N. Gray, assistant secretary of 
the Prudential, was luncheon guest of 
the R. Q. Milstead agency at Cincin- 
nati. Thirty-three representatives from 
the Cincinnati office and its Columbus 
and Dayton branches were present. The 
Milstead agency is approximately 20 
percent altead in produ¢tion for the year 
and is the’_Prudential’s leading ordinary 
office on percent allotment attained. 


Gordon in Buffalo 


Ross B. Gordon, vice-president State 
Mutual Life, was in Buffalo, N. Y., this 
week to outline to agents in that dis- 
trict changes to be made in policy con- 
tracts. Edward E. Hawkes, Jr., is 
head of the Buffalo agency. 

















Adams Detroit Speaker 


DETROIT—Claris Adams, president 
Ohio State Life, will be the guest of 
honor and principal speaker at a 
Christmas banquet and party to be 
given by the company for its Michigan 
agency forces here Dec. 17. E. 
VandeWalker is state manager. 

There will be a six week’s production 
contest closing Dec. 14 and ten prizes 
will be awarded at the party by Presi- 
dent Adams. 


Mutual Life Fond du Lac Rally 


_ Fifty agents of the Mutual Life of 
New York from northeastern Wisconsin 
Cities attended a sales meeting in Fond 
du Lac in charge of Earl Frei, district 
manager for six counties. Gifford T. 
Vermillion, Milwaukee, state manager, 
was the principal speaker. 


Johns St. Louis Speaker 


i Ae Johns, superintendent of agents 
eastern division Reliance Life, St. Louis, 
spoke at a dinner meeting of the agency 
organization. The results of the re- 
cent sales campaign of the agency were 
announced. 
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Tells Agents How 
to Overcome Fear 


“Tf we will face our fears squarely, 
walk right up to them to get ac- 
quainted with the true situation, and 
then do something constructive about 
it, most of our fears will disappear into 
worth-while achievement,” Assistant 
Secretary A. E. N. Gray of the Pru- 
dential told life men of Indianapolis. 

“Fears grounded on fact or fancy are 
stumbling blocks in our personal and 
business progress,” said Mr. Gray. “The 
important thing about overcoming fear 
is to get busy—do something that is 
feasible for us as individuals. 


Overcoming Fear 


“In salesmanship the sure way to 
overcome fear and the inertia which it 
engenders if not checked is to try to 
serve people. The salesman, merchant, 
business, or professional man who is 
very busy serving his customers or 
clients has no time for fear to paralyze 
his mind and body into inaction. It is 
well to remember that when concen- 
trated action begins fear flees. ' The 
salesman who is intelligently busy has 
no fears and as always he will in a 
measure succeed.” 

C. C. Crumbaker spoke on “Life In- 
surance Is Preferred Property.” “Life 
insurance is preferred property,” he 
said, “because it permits the policy- 
owner to set up his life as security along 
with a relatively small annual payment, 
and in this process a sizable estate is 
created at once in the event of the death 
of the policyowner. Life insurance 
property is secure, free from personal 
administration, returns a good income 
on the investment, can be had in ac- 
ceptable denominations, is rated A as 
to comparative freedom from taxation, 
and can be held without the dangers of 
reinvestment during a long period of 
time.” 





Johnson Speaks in Hartford 


HARTFORD—One of the major 
tasks of the National Association 
of Life Underwriters is to raise the 
prestige of the individual agent, said 
President Holgar J. Johnson at the 
Hartford association’s meeting. 

General agents and managers play 
extremely important parts in raising 
this prestige as they must use the ut- 





most intelligence in selection and train- 
ing of agents. All agents should stand 
solidly behind the agency practice 
agreement, he said. 

In stressing purpose rather than 
problem selling, Mr. Johnson listed five 
things all men want: (1) Enough money 
to care for all present needs, (2) a 
guaranteed income for retirement, (3) 
protection against disability, (4) a guar- 
anteed emergency reserve fund, and 
(5) a guaranteed reserve for dependents 





in case anything happens before an es- 
tate is built. To these he added “secret 
desires” which all agents should attempt 
to discover. 





Jubilee Ticket Sale Rapid 


The Chicago Association of Life Un- 
derwriters reports the sale of tickets 
for its golden jubilee celebration, Dec. 
%, is going rapidly and the supply will 
be exhausted within a short time. Over 
one-half of the original 1,000 reserva- 
tions available have been sold. Due 
to the large membership of the asso- 
ciation and many special invitations ex- 
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tended to those outside the business, 
there has been an unusually large de- 
mand. E. W. Hughes, general agent 
Massachusetts Mutual, is chairman of 
the ticket committee. Many agencies 
have secured blocks of tickets, using 
them as prizes in special production 
contests. With the addition of S. 
Whatley, vice-president Aetna Life, as 
toastmaster, the program has been 
completed. Program announcements 
were mailed this week. 


Link Producers of All 
Classes in Association 
SAN FRANCISCO Associated 


Producers of California is a new organ- 
ization completed by representatives of 
the California Association of Insurance 
Agents, Society of Insurance Brokers 
and Insurance Brokers Exchange of 
San Francisco and the California As- 
sociation of Life Underwriters. 

Object of the new organization, as 
told in a preliminary statement by lead- 
ers, is to develop united efforts in pro- 
moting insurance business and in raising 
the value of the service of the produc- 
ers to the insuring public. 

Fred Hohwiesner, immediate past 
chairman of the Society of Insurance 
Brokers, was elected chairman, with 
Hugo Meyer, secretary Insurance Brok- 
ers Exchange, acting in the same 
capacity for the new organization. 


Los Angeles Breakfast Meet. 
Caravan Trip Scheduled 


LOS ANGELES — The Life Under- 
writers Association of Los Angeles will 
hold a breakfast meeting Nov. 21, with 
John W. Yates in charge. Commis- 
sioner Goodcell will speak on “Views 
on Insurance Problems;” T. G. Murrell, 
Mutual Benefit Life, on ‘Profitable 
Programming,” and Jack McCord on 
“You Must Compete.” 

The Los Angeles caravan starts its 
pilgrimage through southern California 
with a trip to Pasadena Nov. 19, under 
the leadership of T. G. Murrell. Others 
on the program will be H. S. Mosler, 
president Los Angeles association; 
Clark E. Bell, vice-president state as- 
sociation; M. L. Scott, on “Profit and 
Pleasure from Business Insurance;” 
John Krehbeil, on “My Own Program;” 
Pat Ryan, “Smooth Sailing Over Rough 
Spots;” Vincent Manchee, “Time and 
Money” and John W. Yates, “The Next 
Ten Days.” 

At the association forum meeting 
Nov. 15, Claude R. Fooshe, manager 
Prudential, gave “Some Interesting Ob- 
servations of My 35 Years in the Life 
Insurance Business.” 


c.—R. D. Douglas, 
Greensboro attorney, spoke on the in- 
testacy laws of North Carolina, outlin- 
ing the advantages of making wills and 
conducting an open forum at the conclu- 
sion of his address. President A. P. 
Mulligan, manager of the Metropolitan, 
presided. The program was in charge 
of A. T. Haley, general agent Massachu- 
setts Mutual, chairman. The association 
has been divided into two teams, each 
team having as its goal 500 people who 
have consulted a lawyer and had a will 
drawn as result of advice from mem- 
bers. Martin Foster, general agent Se- 
curity Life & Trust, and George Elliott, 
special agent Jefferson Standard, are the 
two team captains. At the conclusion of 
the forum Dabney White of the Sela- 
vision Company presented a visual edu- 
cation plan and a booklet to be used in 
the work. 

M. E. Block, Metropolitan, chairman of 
the membership committee, reported 
seven new members. H. P. Foust, gen- 
eral agent State Mutual, chairman of the 
committee to further interest in the 
Cc. L. U. movement, reported steps are 
being taken to develop a class. 


Greensboro, N. 


Danville, Va.—Though the world may 
be suffering from an economic depres- 
sion due to surplus production, the fact 
that the products of insurance are ab- 
sorbed as fast as they are produced 
makes it difficult to conceive of over- 
production in the insurance field, Com- 
missioner Bowles of Virginia said in an 





address here. After reviewing expan- 
sion of life insurance, he termed it one 
of the fundamental elements of safety 
and security against the world’s uncer- 
tainty. 


Oklahoma City—P. B. Turner, general 
agent Home Life of New York in Kan- 
sas City, spoke on “Mental Attitude, the 
Common Denominator.” 

He said the common denominator of 
all successful underwriting is proper 
mental attitude expressed in vision, un- 
derstanding and enthusiasm. 

The annual sales congress will be held 
Feb. 3. Harry Crouch, Tulsa attorney, 
will speak at the December meeting. 


Portland, Ore.—John Standish has been 
appointed executive secretary, a new 
position. 


Boston—J. S. Braunig, general agent 
Massachusetts Mutual Life, was the 
speaker this week on ‘Men Don’t Buy 
Life Insurance.” 


Birmingham, Ala.—A one-day pro- 
gramming school was conducted by A. 
M. Anderson, 


Cincinnati—C. P. (Pep) Dawson, gen- 
eral agent New England Mutual, New 
York City, speaks Nov. 18 on “Prospect- 
ing.” Guy D. Randolph, New England 
Mutual general agent at Cincinnati, will 
be chairman. 


San Francisco— Leonard M. White, 
Northwestern Mutual Life, was unani- 
mously elected chairman of the Quarter 
Million Dollar Round Table by mail vote. 
Others elected were George Bowman, 
New York Life, vice-chairman, and H. N. 
Lyon, Fidelity Mutual, secretary-treas- 
urer. 


Rochester, N. Y.—The association will 
conduct a sales training school each Fri- 
day afternoon from 4 to 6 o’clock start- 
ing Jan. 6 and ending March 31. Philip 
O. Works, manager Penn Mutual Life, 
is head of the teaching force. 


Milwaukee — Vincent B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual Life, spoke on “Get- 
ting Set for Better Business.” 


Fort Dodge, Ia.—A sales interview 
was presented by P. E. Meyer and D. P. 
Smith. The address by J. E. Rutherford, 
Des Moines, president of the state asso- 
ciation, has been postponed to Dec. 3. 


Tex.—Guest speaker was 
Starkey Duncan, Fidelity Union Life 
branch manager, San Antonio. Follow- 
ing Mr. Duncan’s address, Aubrey Frazer 
spoke briefly, commending the work of 
the Austin Safety Council and asked 
that the association members talk safety 
in their daily rounds. 


Austin, 


Springfield, 0.—At a luncheon meeting 
with the second largest attendance on 
record, Irving T. F. Ring, general coun- 
sel State Mutual Life, discussed some 
angles of the proposed new settlement 
options. L. L. Laybourne, president of 
the local bar association, and H. S. Good- 
rich, chairman of the community fund 
campaign, also spoke. 


Des Moines—Vincent B. Coffin, vice- 
president and superintendent of agencies 
Connecticut Mutual Life, spoke on “Get- 
ting Set for Better Business.” He also 
attended a meeting of the Claude Fisher 
agency of the Connecticut Mutual. 


St. Louis—Gale F. Johnston, manager 
of the southwestern division group de- 
partment Metropolitan Life, spoke at the 
monthly meeting Thursday. New gen- 
eral agents and managers that have been 
appointed in St. Louis in recent months 
had places of honor at the head table. 


Pittsburgh—Henry Bossert, Jr., mana- 
ger agency research department Provi- 
dent Mutual, Philadelphia, will speak at 
the meeting of the agencies committee 
Dec. 22. 


Orange Belt (Cal.)—H. S. Belden, as- 
sociate general agent Union Central Life, 
Los Angeles, spoke at a meeting in 
Riverside, Cal., on “How to Build Pres- 
tige as a Life Underwriter.” The asso- 
ciation is composed of life underwriters 
in San Bernardino and Riverside coun- 
ties. 


Toledo, 0.—G. E. Lackey, Detroit gen- 
eral agent Massachusetts Mutual Life, 
discussed opportunities and responsibili- 
ties of life underwriters. 

The Toledo association has issued a 
statement denying that changes in life 
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Chicago Supervisors 
Elect E. J. Grandson 


Elmer J. Grandson, Union Central 
Life, was elected president of the Life 
Agency Supervisors of Chicago at the 
annual meeting. Roy T. Elmer, New 
York Life, was elected vice-president 
and C. E. Clinton, Aetna Life, secre- 
tary-treasurer. The supervisors will 


hold their annual Christmas party Dec. 
15 at the Naval Reserve Armory with 
their general agents as guests. 

In a round table discussion on “Put- 
ting the Established Man Across,” 








ELMER J. GRANDSON 


George Huth, Provident Mutual, said 
the established man deserves considera- 
tion and should not be permitted to fall 
by the wayside. In aiding the older 
man, the supervisor has to be patient 
but he should not be too patient and 
should insist on cooperation. 

It is easier to teach the new man be- 
cause the older man is more set in his 
ways. One of the main weaknesses in 
the older men’s methods is that they 
call on the same old people all the 
time. Mr. Huth suggested a prospect- 
ing plan of getting the agent to list his 
old and his new prospects. He usually 
has only a few new prospects which 
shows up his weakness so he can’t help 
but get the point. 


Explains 10 a Month Plan 


Mr. Huth explained the Provident 
Mutual’s new 10 a month plan by 
which each man has to turn in 10 fact 
finding prospect cards a month. It is 
based on the thought that if a man has 
10 new prospects each month he will 
succeed as it provides enough new 
names to give him a steady flow of 
prospects. He also has his job for the 
month outlined and at the end of that 
time he turns in his cards. If there 
is a notation on seeing a prospect later, 
a clerk files the cards away and re- 
minds the agent at the proper time 
when he is supposed to call. 

George L. Grimm, production man- 
ager Northwestern Mutual Life, said 
that old men are slow to accept new 
ideas and it is necessary to gain their 








insurance contracts as a result of New 
York laws reducing rates of interest on 
policy loans will affect life insurance 
contracts now in force. 


Montreal—Vice-president J. E. Kav- 
anagh, Metropolitan Life, spoke this 
week on “Selling Life Insurance.” 


Dubuque, Ia.—Twelve new members 
were initiated. The association now ex- 
ceeds by 29 percent the 1938 quota set 
by the National association. 





cooperation in order to get them to 
follow through on the new methods, 
The older men in his organization got 
a great deal out of a training course 
which he conducted. 

R. J. Curry, Aetna Life, said that 
older men are subject to violent fluc- 
tuations in production. In many cases 
1it is due to mediocre knowledge of the 
‘business and to get them back on their 
feet they have to be retrained. When 
the Aetna introduced its estate con- 
trol plan a number of the older men 
adopted it and later gave it up. In his 
‘office Mr. Curry has had good success 
in training a small group of older men 
in an advanced course which covers 
business insurance, estate protection, 


etc. 

Miley Phipps, Northwestern Mutual 
Life, discussed the use of the C.L.U. 
training as applied to older men. The 
C.L.U. course is more for men who 
are on the upgrade rather than for use 
in checking men who are slipping, he 
said. 

Miss Joy M. Luidens, executive secre- 
tary Chicago Life Underwriters Asso- 
ciation, announced the new training 
course and asked cooperation for the 
golden jubilee celebration of the Chi- 
cago association in December. 


General Agents vs. 
Managers Debated 


ST. PAUL—Four representatives of 
the Minnesota Mutual Life debated the 
question of the agency vs. the man- 
agerial system for life companies at 
the November meeting of the Home 
Office Life Club. H. G. Bartholdi and 
W. J. Hadlich upheld the agency sys- 
tem while C. S. Caldwell and Walter 
Chapin defended the managerial plan. 
Employes of half a dozen Twin Cities 
companies heard the debate. 

For the agency system these points 
were brought out: 

Over a long period of years the 
agency system has proven the best for 
most companies, shown by the fact that 
today there are more general agencies 
than branch offices. 

The managerial system has_ proved 
successful only for the very large com- 
panies and the very small ones which 
cannot offer attractive enough con- 
tracts to general agents. 

The general agent, because he has an 
interest in every policy written in his 
office, is constantly stimulating his men 
to put forth their best efforts. Stimula- 
tion virtually stops under the man- 
agerial plan. 

Cost of production under agency sys- 
tem is always fixed. 

A good general agent will make more 
money over a period of years than a 
branch manager. 

General agent is not constantly sub- 
ject to visitations from the home office 
to tell him how to run his business. 

General agent can pick his own men, 
hire and fire them while the branch 
manager is subject to home office regu- 
lations in this regard. 


Points for Managerial Plan 


Speakers for the managerial plan 
stressed: 

Company has better control 
type of agents that represents it. 

Large number of small producers 
means added cost. 

Home office loath to criticise gen- 
eral agent but can dictate to the limit 
to branch managers. 

Easier to standardize sales 
under the managerial plan. ; 

Company in a better position to train 
its men under the managerial system. 

Need of money in early years turns 
general agent to personal production 
rather than to training his sub agents. 

Then when general agent’s income 
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reaches high mark he is inclined to 
“rest on his oars.” Branch manager is 
ynder continuous pressure from home 
office to get results. ‘ 

Recruiting of men is easier under 
managerial plan. 





Osborne Bethea Gives Tips 
to N. J. Supervisors 


NEWARK—In his talk on “Stimu- 
lating the Production of the Average 
Producer” before the Life Agency As- 
sociation of Supervisors of New Jersey, 
Osborne Bethea, New York City gen- 
eral agent Penn Mutual and president 
of its General Agents Association, of- 
fered these suggestions: ; 

(1) Establish the need for qualified 
prospecting; (2) show how it will build 
prestige for agencies and for the men; 
(3) demonstrate the evolution of the 
merchandising process from long, cum- 
bersome, statistical audits and surveys 
to the simple, understandable and crys- 
tallized form; (4) discuss the proper 
methods of obtaining information from 
prospects; (5) show how the program is 
developed from this information; (6) in- 
troduce the actual results of this type 
of selling; (7) point out the vast amount 
of training and conference work which 
must be done to organize underwriters 
for this type of work; (8) the results 
bring thoroughly organized life insur- 
ance estates by making the individual’s 
life insurance accomplish what he 
wants to do. 





Producers Round Table in 
Michigan Planned 


DETROIT—First steps toward for- 
mation of a producers’ round table, 
sponsored by the Michigan State As- 
sociation of Life Underwriters and pat- 
terned after the “Million Dollar Round 
Table” but with a lower production re- 
quirement, will be taken at the annual 
managers’ congress to be held here Dec. 
15, says C. R. Eckert, general agent 
Northwestern Mutual, who is program 
chairman. 

F. D. Russell, Binghamton, N. Y., 
president Security Mutual Life, will ad- 
dress the congress on “Agency Man- 
agement — Yesterday, Today and To- 
morrow,” and C. O. Fischer, vice-presi- 
dent, Massachusetts Mutual Life, on 
“Modern Agency Management—A New 
Responsibility and a Great Opportun- 
ity.” Louis Behr, million dollar pro- 
ducer Equitable Society, Chicago, will 
outline his methods at luncheon meet- 
ing of Qualified Life Underwriters sand- 
wiched in between the two congress 
sessions. 

Congress speakers previously an- 
nounced by Mr. Eckert were E. B. 
Thurman, Chicago, general agent New 
England Mutual, who will give the ad- 
dress he .delivered in Houston, and 
W. V. Woody, Chicago, agency man- 
ager Equitable Society, “Inducting Men 
Into Production.” 





Johnson to Speak Dec. 12 


PITTSBURGH—Holgar J. Johnson, 
general agent Penn Mutual in Pitts- 
burgh and president of the National As- 
sociation of Life Underwriters, will 
speak on “Prestige Factors in Business” 
vere the Pittsburgh Supervisors Club, 

ec. 12. 





San Francisco Study Group 


_The Life Agency Cashiers Associa- 
tion of San Francisco heard Elwood 
Starbuck, trust officer Wells Fargo 
Bank & Union Trust Company, explain 

Trusts and Wills in Connection with 

fe Insurance Estates.” 

A study group has been established 
with 21 members, which will be con- 
ducted under the supervision of Prof. 
C. R.. Crobaugh of Armstrong College, 
Berkeley, Cal. The group was organ- 
ized by George Bath, Sun Life. It is 
expected that the class will be doubled 
Within the next few weeks. The group 





is studying for final examinations to be 
held in May, 1939. 





Morton, Van Sickler to Speak 


Stratford L. Morton, general agent 
Connecticut Mutual Life, and W. H. 
Van Sickler, general agent State Mu- 
tual Life, will speak at a meeting of 
the General Agents & Managers Asso- 
ciation of St. Louis Nov. 21. 


COAST 











Form New Los Angeles Agency 


LOS ANGELES.—C. M. McKee and 
R. R. Reynolds have formed a partner- 
ship and opened an agency in the Ed- 
wards & Wilder building, to be known 
as the Personal Insurance Agency, to 
write programmed insurance for pro- 
fessional and business men. 

They will represent the Massachusetts 
Indemnity but will write all lines of per- 
sonal coverage for their clients. Mr. 
McKee is an experienced accident and 
health man, with long association also 
in the life business, and has been work- 
ing along these lines in Los Angeles for 
15 years. Mr. Reynolds has been with 
the life department of the Los Angeles 
office of Marsh & McLennan. 





Adopt Califomia Tax Amendment 


A proposed constitutional amendment 
in California intended to clarify the 
situation in regard to taxation of rein- 
surance premiums created by the recent 
decision in the Connecticut General Life 
case was adopted at last week’s elec- 
tion. The “$30 every Thursday” pro- 
posal was very badly defeated, even in 
Los Angeles, where it was expected to 
have the greatest support. 





Wells in Oregon Legislature 


Harvey Wells, Portland general agent 
and former Oregon commissioner, was 
well up among the winners for the 
legislature on the Republican ticket. 





Tell Junior College Plans 


The new insurance course recently 
established in the San Francisco Junior 
College has three objectives, according 
to W. C. Marsh, the instructor, who 
told of the program and plans to a din- 
ner meeting attended by about 30 insur- 
ance men. They are: (1) To educate 
the general student body along insur- 
ance lines to aid them in later years in 
purchasing insurance and to “act as 
centers of influence”; (2) to train men 
for the vocation of insurance, either as 
company employes or producers, and 
(3) to prepare students now studying 
stenography and for clerical positions so 
they will have a sound foundation to 
enter the insurance business. 

Commissioner Goodcell was the prin- 
cipal speaker. V. T. Motschenbacher, 
president San Francisco Life Under- 
writers Association, told of the interest 
of that group and announced the ap- 
pointment of a committee to cooperate 
with the college. 





Has World’s Fair Contest 


John W. Yates, general agent Massa- 
chusetts Mutual Life, Los Angeles, in- 
augurated a “world’s fair” contest 
among his agents, with four grand 
prizes and a number of lesser prizes, 
all connected with the Golden Gate Ex- 
position in San Francisco next year. 
The contest runs Nov. 1-Feb. 1. The 
grand prizes each will be a round- 
trip ticket to the fair and $10 a day 
expenses for three days. 





Massachusetts Extension Course 


The Massachusetts department of 
education announces a university exten- 
sion course in life insurance fundamen- 
tals to be given Friday evenings in 
Sever hall at Harvard University, with 
J. H. Stubbs, Boston life man, as in- 
structor. 











protection 


1s insured Life Insurance! 


The chances are 17 to 1 that a life insurance program will be 
interrupted, or discontinued, through disability in some form. 
And that is why Perfect Protection—the Reliance policy which 
includes accident and health indemnity—actually insures life 
insurance. 





The insuring public is quick to recognize the many plus 
factors of such a policy. And, for this reason, Perfect Protection 
leads to quicker, better sales with greater policyholder satisfac- 
tion. 


Reliance Life meets every buyer’s preference by issuing Partic- 
ipating, Non-Participating, Juvenile, Retirement Income, Annu- 
ities, Sub-Standard, Accident, Health, Mortgage Redemption, 
and Insurance for Women. 


These contracts are available to YOU as surplus lines. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


More Than $465,000,000 of Life Insurance in Force 














ROCK BOTTOM 


Any organization can multiply the material in 
its sales portfolio as much as it pleases, but it must 
not expect results in direct ratio. Prolific addi- 
tions of themselves can even be dangerous tread- 


mills, 


Far wiser and better is a soundly conceived and 
basic sales plan from which all new sales ideas 
follow naturally. Such development leads to 
sounder and more lasting results than mere in- 
vention anchored to impermanence. 


When State Mutual men talk about the State 
Mutual Plan they mean the plan used last year 
and the year before and the year before that, 
basically the same but always developing. 


STATE MUTUAL LIFE 
ASSURANCE €OMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 94 Years a Synonym for Security 
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LIFE AGENCY CHANGES 





Home of New York 
Names A. R. Klein 


The Home Life of New York has 
opened another general agency in Chi- 
cago with Adolph R. Klein as general 
agent. Offices will be located at 2209 


ADOLPH R. KLEIN 


One LaSalle street. Mr. Klein has been 
in the life insurance since 1932 with the 
Equitable Society. In his second year 
in the business he was advanced to as- 
sistant agency manager, and developed 
and directed a large unit. Tvery year, 
through personal production,. he has 
qualified for membership in leaders’ 





clubs. He graduated from the Univer- 
sity of Michigan’s school of business 
administration in 1923. He was a mem- 
ber of Michigan’s western conference 
championship baseball team in 1923. 

Before entering the life insurance 
business Mr. Klein was in sales pro- 
motion and advertising for several na- 
tionally known companies in the middle 
west. He is a C.L.U., and served two 
years on the advisory council of the 
Life Underwriters Association in Chi- 
cago. 

The Home Life’s development and 
expansion program in the middle west 
is thus given further impetus with a 
third general agency in Chicago. The 
two other general agencies also located 
in the One LaSalle Street building are 
headed by James F. Ramsey with of- 
fices at Room 1025, and Kaare Krogh, 
at Room 2009. John F. Walsh, resi- 
dent assistant superintendent of agen- 
cies, offices at Room 1109. 


Lincoln National Opens 
Providence, R. I., Office 


Paul J. Kirby has been appointed gen- 
eral agent of the Lincoln National Life 
in Providence, R. I. His appointment 
marks the company’s entry into the 
state. It now operates in 39 states, the 
District of Columbia, the Canal Zone, 
Hawaii and the Philippine Islands. 

After attending the University of 
Pennsylvania, Mr. Kirby saw 22 months 
of service as a commissioned aviation 
pilot in the naval aviation service during 
the war. He entered life insurance as 
a prodvcer in 1920 in Harrisburg, Pa. 
Later that year he went to Boston and, 
although a total stranger, established a 
record so outstanding that he was ap- 
pointed supervisor. In 1927 he was ap- 
pointed assistant manager. Immediately 
prior to joining Lincoln National, he 
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was assistant general agent in Harris- 
burg, Pa., for the Penn Mutual. Al- 
ways a large personal producer, he has 
written as much as $275,000 of business 
in six months. Offices will be at 1104 
Industrial Trust building, Providence. 


Carrigan Is Named 
General Agent 


Stokes B. Carrigan, Jr., becomes gen- 
eral agent of the Connecticut Mutual in 
Philadelphia, effective Dec. 1, succeed- 


STOKES B. CARRIGAN, JR. 


ing Frank D. Lombar, who is retiring 
from the business. 

Mr. Carrigan is a native of Philadel- 
phia and has been supervisor there for 
the Provident Mutual. He has been in 
life insurance work 13 years, for the last 
éight in a supervisory capacity. He 
started as head of the conservation de- 
partment in the Provident Mutual’s 
Philadelphia agency in 1925, then in 
1927 became a successful agent and a 
member of the leaders’ club. He was 
advanced to field assistant, educational 
supervisor, and then supervisor in 
charge of new business. 

Mr. Carrigan is a director of the 
Philadelphia Association of Life Under- 
writers and chairman of the supervisors 
and assistant managers group. He is a 
graduate of the school of agency man- 
agement held by the Sales Research 
Bureau at Briarcliff in 1935. He takes 
charge of the younger of the Connec- 
ticut Mutual’s two agencies in Phila- 
delphia, the older agency being under 
direction of T, L. Black, general agent. 


Sparling Toronto Manager 


The North American Life of Toronto 
has announced changes in its office at 
57 Bloor street, West, in that city. M. 
W. Sparling is appointed manager. He 
joined the sales staff in 1931. He has 
been manager at Oshawa, Can., since 
1935. H.C. Henderson, who has been 
manager at Bloor street since 1932, re- 
signs on the advice of his physician but 
will do personal business. 


Robbins Joins the Manhattan 


J. D. Robbins, formerly with the 
Guardian Life, has joined G. J. Gibas, 
general agent for the Manhattan Life. 
They have formed the partnership of 
Gibas & Robbins in New York City. 
Mr. Robbins was born in 1907, and is 
a graduate of Cornell. He entered the 
life insurance business in 1933 as an 
agent for the Equitable Society, later 
becoming unit manager. Mr. Robbins 
was leading producer of the Guardian 
Life during McLain Month in 1938, 
turning in a remarkable performance by 
writing 57 applications. On another oc- 
casion Mr. Robbins wrote 68 applica- 
tions in one month, 47 of them with 
settlement. Throughout his life insur- 
ance career Mr. Robbins has been a 


consistently large producer, annually 
paying for more than $500,000. 

Mr. Gibas has long been connected 
with the Manhattan Life, first as a lead- 
ing producer in the Gartlir Agency and 
later as general agent. Mr. Gibas be. 
gan his life insurance career in 1997 
with the Equitable. 


Chicago Travelers Branch 
Changes Are Announced 


A number of changes in the staff have 
been made by B. H. Groves, Chicago 
branch manager Travelers, who was ap- 
pointed recently. E. H. Winkel, man- 
ager of the uptown Chicago branch, 
was promoted to assistant manager 
under Mr. Groves in the Insurance Ex- 
change branch, having charge of re- 
cruiting and training the younger or- 
ganization. T. H. Knorr takes charge 
of the uptown branch. E. A. Walker, 
assistant manager in charge of the brok- 
erage department at Chicago, also takes 
direction of outside agencies. C. E, 
Lindstrom, assistant manager, assumes 
Mr. Groves’ old post handling the older 
organization known as “live wire row.” 


With Travelers 15 Years 


Mr. Winkel has been connected with 
the Travelers 15 years, starting in Mil- 
waukee where he formerly was an office 
employe of the Northwestern Mutual 
for some years. He has been in Chi- 
cago 12 years and in charge of the up- 
town branch for more than nine years, 
Mr. Walkers, formerly connected with 
the Equitable Society as an agent, has 
been with the Travelers for 14 years 
in Chicago, associated with the west 
side branch for three years and the rest 
of the time in the Insurance Exchange 
branch. 

Mr. Lindstrom’s entire experience has 
been with the Travelers, starting in Chi- 
cago as field assistant on the south side 
and being transferred downtown ten 
months ago. He formerly was a mer- 
chandise salesman in Chicago. Mr. 
Knorr started with the Travelers as 
field assistant four years ago, formerly 
jbeing connected with the Furniture 
Mart Corporation at Chicago. 

Mr. Groves was tendered a “victory” 
luncheon by his staff, winding up the 
October campaign which netted the big- 
gest month’s production this year and 
25 percent more than quota. Mr. Win- 


‘ 





Goes with Home Life in 
San Francisco Post 





A. W. CARNE 


A. W. Carne, newly appointed get- 
eral agent of the Home Life in San 
Francisco, has been with the Equitable 
Society in that city for 17 years an 
was in charge of one of its three 
agencies there which were combine 





into one central organization last year. 
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kel was given a farewell party by the 
uptown branch staff before his transfer. 


Ohio State Names 
Minnesota Manager 


The Ohio State Life has appointed 
c. A. Kneeland, Rand Tower building, 
Minneapolis, Minnesota state manager. 
He recently resigned as Minneapolis 








Cc. A. KNEELAND 


branch manager of the Equitable So- 


* ciety, with which company he had been 


associated for 15 years. Prior to that 
he was in the insurance business in Fer- 
gus Falls, Minn. He is a graduate of 
the school of life insurance of Carnegie 
Tech, Pittsburgh, and has a wide ac- 
quaintance among life insurance men in 
Minnesota. The J. V. Shasky agency, 
248 Security building, Minneapolis, 
which has represented the Ohio State 
for several years, will continue as in the 
past. 





New York Life Changes 


Arthur Wilsdon, agency organizer of 
the northern Illinois branch of the 
New York Life in Chicago, has been 
appointed agency director for the com- 
pany at Sioux City, Ia., effective Dec. 
1. Mr. Wilsdon has been with the 
New York Life 18 years, formerly hav- 
ing been cashier in Chicago. 

J. Y. Hamilton, agency director at 
Sioux. City, is being transferred to 
Louisville, Ky., functioning’ in the same 
capacity. Mr. Hamilton has been with 
the company 27 years, having been 
cashier in the Sioux City branch for a 
number of years. He started as a clerk 
in the Louisville office. 





Combination at Mansfield 


W. J. Locke, who has been district 
manager of the Equitable Society at 
Mansfield, O., combines his agency 
with E. J. Slough, it to be known as 
the Slough-Locke-Powell Agency in the 
Richland Trust building. L. T. Pow- 
ell, who joins the firm, is from Co- 
lumbus. Mr. Locke has a_ general 
agency for the Continental Assurance 
of Chicago and Continental Casualty 
and the combined office takes these 
over. 





Lyons Named in San Antonio 


Keith Lyons has been appointed 
Capitol Life general agent for San An- 
tonio, Tex., and adjacent territory, with 
ig at 405 Builders Exchange build- 
ng. 





Life Agency Notes 


Wiley Pendleton, formerly general 
agent of the Lincoln National and later 
with the Home Life of New York in Kan- 
Sas City, has returned to life insurance 
as producer for the Mura agency of the 
New England Mutual Life. Mr. Pendle- 
ton, a past president of the Life Under- 
writers Association of Kansas City, has 
been in the Publishing business. 

a H. MacKenzie, Northern Life of Can- 
y a, has been appointed manager of the 

ancouver branch. Ted McEwen has been 
te manager at New Westminster, 


NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Massachusetts Mutual in 
Revision of Forms 


Revision in policy forms, rates and 
practices, effective Jan. 1, is announced 
by the Massachusetts Mutual Life. An 
interest rate of 2.5 percent will be guar- 
anteed on dividend accumulation and 
settlement option funds, and the life in- 
come options also will be revised. Fam- 
ily maintenance and retirement income 
plans will show revision in line with the 
new settlement options. The accidental 
death benefit also has been revised to 
give protection against aviation death 
when the assured is a fare-paying pas- 
senger on a scheduled airline. The rates 
for this benefit have been modified, at 
age 55 being set at $2 instead of $1.75 
as heretofore. 

Policy loan and reinstatement interest 
rate is reduced to 5 percent on new 
issues and a number of changes have 
been made in policy clauses and several 
less important policies discontinued. The 
amount of term insurance per $1,000 of 
ordinary life in family maintenance poli- 
cies with the 10, 15 and 20 year is 
$846, $1,196 and $1,506 respectively. Ma- 
turity values at ages 50, 55, 60 and 65 
in the retirement income contracts will 


be: Men—$2,110, $1,916, $1,724 and 
$1,543; women—$2,304, $2,110, $1,916 
and $1,724. Illustrative rates for these 
modified forms at quinquennial ages 
are: 
Family Family 
Income Maintenance 
Age 10 Yr. 0 Yr 10 ¥r. 20 Yr. 
25 $22.59 $24.58 $24.46 $29.16 
30 25.40 27.86 27.49 32.61 
35 29.23 32.59 31.86 39.21 
40 34.56 39.48 38.22 49.06 
45 42.04 49.50 47.41 63.52 
50 52.6 weed 60.66 eet 
Retirement Income 
M emale 

Age 55 65 55 65 
25 $ 49.88 $ 30.04 $ 54.02 $ 32.21 
30 63.35 35. 68.83 38.61 
35 83.96 43.79 91.49 47.39 
40 118.79 55.23 129.79 60.02 
45 189.02 72.68 207.04 79.31 
5 és 101.97 ene 111.73 





Provident Mutual to Make 
Changes in Forms 


The Provident Mutual Life announced 
changes in policy forms, including op- 
tions, made necessary by reduction in 


interest rates on investments effective 
Jan. 1. 

Options 1, 2 and 3 will be based on 
a guarantee of 2% percent interest in- 
stead of 3 percent as heretofore, Presi- 
dent M. A. Linton explained. Option 4 





will remain on a 3 percent guaranteed 
basis during the instalments certain 
period, but charge for deferred annuity 
element will be increased. Thus guar- 
anteed return will be-reduced at import- 
ant ages by about 8 percent to 13 per- 
cent for ten years certain and 3 percent 
to 11 percent for 20 years certain de- 
pending on sex and age of payee. 

On “Providor” policies, cash value 
at maturity per $10 monthly income 
will be increased to provide for the in- 
creased charge for the deferred annuity 
element, consistent with change in op- 
tion 4, thus there will be increase in 
premiums for these policies. Similarly, 
premiums on retirement life income 











IN NOVEMBER 1905— 


emphasis. 


IN NOVEMBER 1938— 


EDWARD B. RAUB, President 





‘PROGRESS of a 
THIRD of a CENTURY 


The INDIANAPOLIS LIFE INSURANCE COMPANY, 
issued its first policy. The Company's growth has been 
sound, well-rounded and substantial. QUALITY, SER- 
VICE and SAFETY FIRST, has been the constant 


Insurance in Force exceeds $107,000,000.00. 


Indianapolis Life is the largest Company organized as a 
Legal Reserve, Mutual Company since 1905. 


PAYMENTS TO POLICYHOLDERS AND _ BENE- 
FICIARIES since organization exceed $20,000,000.00. 


Splendid Agency Opportunity for Quality Un- 
derwriters in Indiana, Illinois, Ohio, Texas, 
Iowa, Michigan, Minnesota and California. 


INDIANAPOLIS LIFE INSURANCE CO. 


Indianapolis, Indiana 


A. H. KAHLER, 
Second Vice-President, 
Supt. of Agencies 
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MANUFACTURERS 


Assured of Future Expansion 


The Manufacturers Life stands on the threshold 
of its second half-century. 

As in the past, so in the future, this company’s 
sound, progressive business policy will ensure con- 
tinued expansion and success. 


INSURANCE AND DEFERRED ANNUITIES IN FORCE 
556 MILLION DOLLARS 


ASSETS EXCEED 154 MILLION DOLLARS 


LIFE 


INSURANCE COMPANY 


AD OFFICE 
TORONTO, CANADA 
Established 1887 

















WITH COMMONWEALTH’S 


NEW CORDIAL COOPERATION 


PLAN YOU, TOO, CAN GET 
INTO THE Lig Sales 


GROUP OF INSURANCE 


Men 


When the office pep talk is over 
—you are left to shift for pros- 
pects without further help from 
anybody. Prospects don’t jump 
out of side streets at you, waving 
money in one hand and holding 
a pen in the other, ready to sign 
on the dotted line. And they 
never will, but Commonwealth 
is launching its new campaign. 
“Opening Bigger Profit Making 
Doors For You,” to help its sales- 
men each working day—all day 
long. It will increase your sales, 
too, if you are interested in be- 
coming a Commonwealth agent. 
* For full details about how to be- 
come a Commonwealth agent 


and cash-in on this sales plan, 
write to 


WALTER S. SCHNEITER 
AGENCY SECRETARY 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 


HOME OFFICE 














AHeNATIONAL 


policies will be increased to provide for 
greater cash value required at maturity 
to produce the desired monthly income. 

On family income contracts, increase 
will be made in commuted value for a 
given monthly income, as the family in- 
come settlement is analogous to a set- 
tlement under options 1 and 3, This 
will necessitate a corresponding = in- 
crease in premiums. Policy loan inter- 
est will be decreased from 6 per cent to 
5 percent. 


New Disability Clause Is 
Issued by Central, lowa 


A new income disability clause has 
been brought out by the Central Life 
of Iowa which is believed to have ad 
vantages over the old type used by 
many companies some 20 years ago, 
The new clause pays $10 monthly in- 
come per $1,000 face amount on a basis 
equivalent to applying the face amount 
under the fixed instalment. settlement 
option, however, with the income con- 
tinued so long as the assured remains 
disabled up to his full lifetime. In 
event of his recovery the income ceases 
and the premiums and values are re- 
duced in proportion to a new face 
amount which is determined. 

The extra premium for this clause 
provides in event of total disability last- 
ing five months and beginning before 
age 55 that the premiums falling due 
during disability, except those falling 
due more than one year before notice of 
disability, shall be waived without. re- 
duction in insurance, Beginning five 
months from date of disability, $10 
monthly income will be paid the assured 
throughout disability for as long as the 
face amount at 8 percent interest will 
provide, or 115 months certain, and 
thereafter throughout his lifetime dur- 
ing his total disability. In event of re- 
covery the reduced face amount is the 
commuted value of the unpaid portion 
of his income, 

Loss of sight, both hands, both feet, 
or one hand and one foot, is considered 
total disability. Disability resulting 
from military or naval service in time 
of war is excluded, and also aviation, 
except as a fare-paying passenger on a 
regular air line, The coverage does not 
apply after age 55, or upon war service, 
or if premiums are defaulted, or in event 
of operation of nonforfeiture provisions. 
The clause is contestable. 

It is written at the same rate as the 
$5 clause in use for some time, The 
disability income payable under the 
Central Life clause does not reduce the 
face amount so rapidly as the old 
clauses in years pastas the 115 payments 
give total return of $1,150 per $1,000 or 
15 percent more than the payment of 
the face amount in instalments. 


Mutual Trust in Revision 
of Forms and Interest 


Changes in policy forms and interest 
rates similar to those made by other 
companies, effective about the first of 
the year, are announced by the Mutual 
Trust Life. Policy loan interest rate 
on contracts issued on and after Jan, 1 
will be 4.8 percent payable in advance 
instead of 6 percent as heretofore, Con- 
tinuous instalments under policy op- 
tion 3 will be based on 3 percent in- 
terest, but on a more conservative an- 
nuity table resulting in some reduction 
in the amount of instalments, The 15 
year guaranteed period has been elimi- 
nated and life annuity instalments sub- 
stituted, the amounts being in line with 
annuity rates going in effect Jan. 1. 
There will be no change in options 1, 
2 and 4 or in the present rate of 3 per- 
cent interest allowed on dividends left 
with the company, 

Annuity rates on and after Jan, 1 will 
be based on the same annuity table em- 
ployed in obtaining the instalments in 
option 38, and thus will be somewhat 
increased. Annuities will be issued on 
single lives without refund and with in- 





stalment refund, and the joint and sur- 


November 18, 193 








vivor annuity will be continued. How- 
ever, the cash refund annuity is to be 
discontinued, as will be the single pre- 
mium retirement annuity, The life in- 
come in both annual premium retire- 
ment annuity and assured savings will 
be reduced ta bring them in line with 
the annuity rates, 

The income endowment contract will 
be discontinued and an endowment in- 
come policy substituted guaranteeing in- 
come for 120 months and for life, 

The terminal values will be increased 
as more money will be required at ages 
55, 60 or 65 to provide $10 a month 
under the annuity table to be applied. 


United Life & Accident 

The United Life & Accident of Con- 
cord, N. H., has added 15- and 20-year 
term contracts to its list. In common 
with the five and ten-year term policies, 
these are sold in minimum amounts of 
$2,000 to males only, The new policies 
are non-renewable but convertible; the 
15-year within 10 years and the 20-year 


within 15 years, Premiums at sample 
ages are: 

165. Yr. 20 Yr. is Yr. 20 Yr. 
Are Term Term Are Term Term 
16....$7.68 $7.75 96....8.9.96 $10.80 
B0icc. eek | BOD GO..00 deere) 4|6-B88 
26.... 8.33 8.60 46.00 A017 17.63 
80.... 8.94 9.40 | Sa Se 


Continue John Hancock Scale 


The John Hancock Mutual Life will 
continue its present scale of dividends 
for 1989. More than $19,000,000 will be 
set aside for dividends, The general 
formula now in effect will be continued 
on retirement annuities and group poli- 
cies, Interest on funds held on de- 
posit or retained under optional settle- 
ment provisions will continue at the 
present rate, 3.75 percent, 


Snag for Juvenile Contracts 


NEW YORK—Juvenile policies are 
likely to run into something of a snag 
after the first of the year. At that 
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time the new New York law goes int 
effect which provides that instead of the 
present sliding scale of limits on chi} 
dren’s insurance, there shall be a fy 
upper limit of $400 on children up t 
age 10, 

The hitch is that no policy under th 
new law may be issued if there is a} 
ready existing any insurance on the 
child, even paid-up or extended term 
on a lapsed policy, if the new policy 
would bring the total above $400, Thi 
means that the $400 juvenile policies 
which a number of companies will issye 
after Jan, 1 will be prohibited if ther 
is even a d5-cent policy on the child ryp. 
ning under extended insurance, This 
makes it necessary to find out if apy 
such insurance exists and if it does 
either losing the sale or making some 
modification in the proposed contract, 


























Changes by Metropolitan Life in option 
and policy forms reported on page 4, 









Can't SolicitinCCC 
Camps Without License 


LINCOLN, NEB. Insurance Direc. 
tor Smrha has notified agents of Colo. 
rado life companies that have — been 
soliciting business in several CCC, 
camps in the western part of the state 
that they will be prosecuted if they 
continue operations without their com: 
panies and themselves being licensed in 
Nebraska, Attorneys for the company 
involved contend that as these camps 
are under control of the federal govern: 
ment, with the state barred from sup: 
ervision and conceding health depart: 
ment jurisdiction, state laws do not 
apply. J. S. Logan, attorney for the 












































ebraska department, holds that in the 
absence of any formal cession of juris. 
diction by the state to the federal gov- 
ernment, the state laws control and that 
they do not constitute a no-eman’s land. 
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RECORDS 


Central States Life—October new 
business increased 45 percent over Oc- 
tober a year ago and exceeded Septem- 
her production by 42 percent. The an- 
nual harvest fair campaign added zest 
to agency sales efforts and provided the 
necessary margin to make October the 
record month, The company — has 
showed consistent gains in new busi- 
ness, production thus far in 1038 being 
g0 percent ahead of the same period in 
1037, 

Midland Mutual——lFor more than $00 
consecutive months the ‘Tice & Jeffers 
home office agency at Columbus, O,, 
has led all agencies in both written and 
paid for volume, In October the four- 
year-old Lndiana state agency of James 
R. Mayfield took first) place, The 
George A, Bowen Agency, Indianapolis, 
contributed the largest volume in’ the 
Indiana agency, followed closely by 
H. D. Monroe, Terre Haute, with J. W. 
Lear, Rockville, third place, In the past 
three years the Indiana ageney has paid 
for more than $1,000,000 annually, while 
the ‘Tice & Jeffers agency has produced 
from $3,000,000) to $5,000,000 annually 
for the past several years, 

Occidental Life, Cal.—Ior first nine 
months paid for $54,024,187 new life 
business, of which $46,173,820 was ordi 
nary and $8,832,367 group, increase 
$624,017, Life insurance in force Sept. 
$0 was $410,164,700; more than 60,000 
policies in force, Net assets increased 
from $53,047,456 Jan, 1, to $58,041,877 
Sept, 30; unassigned surplus increased 
to $1,600,282; benefits paid policyholders 
and beneficiaries in nine months $3, 
875,057, 

Continental American Life—Dreaking 
all previous high marks for new insur- 
ance in October, “Founders Month” fine 
ished with 22 percent ahead of October 
last year, This is the second time this 
year that the field force has exceeded 
its previous top mark for the month, 
The July record was 48 percent of July, 
1037, and 4 percent ahead of the high- 
est July in its history. For the first 
nine months its paid for business was 
13 percent ahead of last year, Eight of 
the 10 months so far have shown im- 
provement, “Founders Month” is” in 
tribute to the late Philip Burnet, who 





established the company and was. its 
president from 1907 until he died in 
1931. The M, J. Lauer agency in New 


York City led in new business, The 
Robert Kruh agency in New York City 
also finished the month with a new 
record, the highest in its history. W. S. 
Carmine of Cambridge, Md., wrote 31 
cases, 

Home Life, N. Y. 
October exceeded the same 
1937, 

Union Central—October production 
was the best of any month this year, 
resulting in $7,832,617 on a paid-for 
basis. The C, B. Knight agency, New 
York, led with 161 cases for $2,090,239, 
followed by the J. C, Benson agency, 
Cincinnati, 49 cases for $883,637, and 
P. G. Hommeyer agency, Minneapolis, 
63 cases for $341,627, The H. T, 
Hampe agency, Sioux City, and E, D, 
Verink agency, Chicago, went over the 
$100,000 mark the first time this year, 
the former with $112,360 and the latter 
with $111,750, 

Pilot Life—The outstanding volume 
of business for any October in its his- 
tory was recorded last month, The total 
sales were slightly over $4,400,000, 
which represents a 10 percent increase 
over October, 1937, The volume is ac 
counted for by the increased and im- 
Proved field personnel, as well as special 
camgaigns which were in progress last 
month. A gain of insurance in force has 
been recorded in seven of the last eight 
months and there is now a total of 
$128,800,000 in force. 

Business Men’s Assurance—Reports 
a gain of 1.4 percent in business for 


aid business for 
month of 


LIFE INSURANCE EDITION 


October as compared to the correspond 
ing month a year ago. Ten of the 17 
branch offices exceeded their volume of 
October, 1097, while five showed a gain 
over the first 10 months, 


Selling ] uvenile 
Assures Future 


NEW YORK.-—The agent who over 
looks youngsters between 10 and 14 
years old is making a big mistake, Mil 
ton Herzberg, manage Equitable Soci 
ety, New York City, told the New York 
City Life Underwriters Association's 
lecture class, These young people, he 
pointed out, by becoming imbued with 
the value of life insurance, become loyal 
clients and centers of influence, 

Mr, Herzberg suggested the appeal 
to the parent of building up a cash re 
serve that may some day be invaluable 
if a business opportunity should come 
along, 

Mr, Herzberg told of a resourceful 
agent who sent a letter to a baby and 
then every birthday until the child was 
iy years old and then sold $50,000 on 
him, The speaker also suggested get 
ting into activities where the conversa 
tion will naturally turn to children, 
Wives can be helpful in this regard, he 
said, 

Quoting Phillips Brooks’ statement 
that “the future of the race marches for 
ward on the feet of little children,” Mr, 
Herzberg said the future of agents’ pro 
duction also marches forward on the feet 
of little children, 


Metropolitan Makes Policy 
Changes as of Jan. 1 


(OONTINUBD FROM PAGE 4) 


period in event of payor's death or total 
and permanent disability will be writ 
ten, 

All monthly premium policies which 
would be dated Jan, 1 or thereafter will 
be written on the new forms, normally 
applying to those written at the home 
office or head offices on or after Nov, 
20, and other policies so written on or 
after Dec, 19, with certain exceptions, 
will ‘be on the new forma, 


Brust Succeeds Partnership 


Charles K. Brust has succeeded to 
the general agency in Los Angeles of 
the Guardian Life of New York, for 
merly operated by Brust & von Breton, 
Announcement of the change was made 
by Superintendent of Agencies Frank 
I’, Weidenborner, who has been in Los 
Angeles for the past week, 

Mr. von Breton, the junior member 
of the partnership, goes on retirement 
income because of continued ill health, 

Sidney Lehman, who has been super- 
visor of the agency, will continue under 
the new setup, 


eer ae 


New York Life Option Changes 


The New York Life will reduce the 
guaranteed interest rate under options 
2, Band 5 to 2% percent beginning Jan, 
1, at the same time that it reduces its 
policy loan interest rate from 6 percent 
prepaid to 6 percent paid at the end 
of year, The return on the annuity 
option will be reduced in line with the 
annuity tables. The company is also 
revising its term and endowment an- 
nuity contracts, 


T. F. Cantwell, one of Los Angeles’ 
best known life insurance men, died at 
his home there after an illness of sev- 
eral months, He joined the Pacific Mu- 
tual Life in 1912, remaining with the 
company until late in 1937 when he 
went with the Ocidental Life. He was 
one of the Pacific Mutual's largest pro- 
ducers during his association with that 
company, 
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4 INDEPENDENCE 


GUARANTOR 


Columbus Mutual's new “packaged” 
insurance plane make it easier for 
prospects to get exactly what they 
want and to know exactly what 
they're getting! They are complete, 

popular inaurance-savings packages, 

wrapped up and ready to sell--and 
backed by an unique merchandis 

ing plan that has proved to be a 














ou ’ aules booster and profit 

NSURANCE! 18 the, even ate cial Meiitder rn un nond an aap 
IN: niees an LU ~ ‘ 

death it we 000 to your rally each plete information on how you 

of $2, ’ 
Te month to = years can Increase your salew—in alse 
bd every month for aa well as in number-—-this new 
ou 9 

vy Te guarantees tO PA? — way. We'll also send proof 

SECURITY! dh per month i of the remarkable results 

an Income Oh se, tar ini LF payment others have achieved with 

’ ‘ 
lene oLUS an bmediate n your Columbus Mutual's “Pack- 


} tate, W 
OF 42,000, to your 68 
- finally Geers: 


your D 


aged Plana.’ 


The COLUMBUS 


pPISABLLITY! 


hh the ave © 


tl you: Tene me featuresy 


ch time the lle inee 
at wie above, bet 7 ‘ 
det 
MERGENCY! It guaran . aot h A 
Re value ble in cash & 2 | } 
nite von La He ‘way available as 4 LIFE MUTU AL 


therefore 


and is fund. 


emergency tet COLUMBUS, OHIO 
a comple e 


It guarantees he pur 








ean 


through amall, 


ram that 
investment wime basis 


eyulat savings: 


ow 






































A New State Wide Development Program 


Real Opportunities for General Agents 
and District Managers 


Commissions Plus 


Write 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 











22 


November 18, 1938 

















jill ACTUARIES A 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


= 





























DISTRICT OF COLUMBIA 






Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Me 





ILLINOIS 








WALTER C. GREEN 


Consulting Actuary 


Suite 3916 
135 South La Salle Street, Chicago 
Franklin 2633 
























DONALD F. CAMPBELL 


DONALD F. CAMPBELL, JR. 
Consulting Actuaries 

100 N. La Salle St. Chicago, Ilincle 

Telephone State 1338 











HARRY S. TRESSEL 


Certified Public Accountant and 














Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 









HARRY C. MARVIN 
Consulting Actuary 
8th Fleor Peoples Bank Building 
INDIANAPOLIS, INDIANA 









MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
New York City 


500 Fifth Avenue 








Established in 1865 by David Parke Fackler 


FACKLER & COMPANY 











Complete financial data, policy facts, 


rates and values in the 1988 Unique 
Manual-Digest. $5. National Under- 
writer. 








McCarroll Head of Life Advertisers 


(CONTINUED FROM PAGE 1) 





many insurance salesmen of asking for 
only a few minutes of a prospect’s time 
minimizes the importance of insurance. 
An agent should emphasize his com- 
pany’s background and security, The 
very size of the life insurance business 
is its greatest vulnerability for attack, 
Mr. Lichtenberg asserted. A distorted 
conception of it has crept into the public 
mind. Emphasis should be placed on 
the security which this size means. The 
opinion of the man in the street should 
be heeded and won, he said in closing. 


Canada Speaker Heard 


F. S. Kumpf, president Dominion Life 
of Canada, was the last speaker Monday 
morning. He described the activities of 
the Life Advertisers Association of 
Canada. The work of this organization 
has been of major importance in creat- 
ing favorable public relations by means 
of institutional copy stressing the value 
of insurance. Mr, Krumpf was intro- 
duced by J. H. Castle-Graham, London 
Life, who stated that 15 members of 
the Canadian association were present. 

Earl R. T. Trangmar, Metropolitan 
Life, presided at the afternoon session 
Monday and introduced C. W. Van 
Beynum, Travelers, who told “How to 
Fit the Advertisement to the Magazine.” 


Advertising Man Spoke 


“How to Get the Most Out of Na- 
tional Advertising” was the subject pre- 
sented by John Caples of Batton, Bar- 
ton, Durstine & Osborne of New York 
City. By means of charts Mr. Caples 
demonstrated the value of coupon copy, 
especially for life insurance advertising. 
He explained the tested advertising 
methods devised to gauge the value of 
certain copy in certain parts of the 
country. . 

Clinton Davidson, vice-president Fi- 
duciary Counsel, Inc., spoke on “How 
to Use Newspapers Effectively.” Ad- 
vertising is the best remedy for the 
present ills of life insurance, he said. 

Before adjournment President Steven 
named the following members of the 
resolutions committee: Chairman, Clif- 
ford Elvins, Imperial Life of Canada; 
H. A. Richmond, Metropolitan Life, and 
Bart Leiper, Provident Life & Acci- 
dent. 

Harry V. Wade’s Report 

One of the most interesting features 
of Monday’s meeting was the report of 
the trade paper: committee given by 
Chairman Harry V. Wade, American 
United Life. A survey of the trade 
journals was made by means of ques- 
tionnaires sent to the publishers regard- 
ing circulation by states, editorial in- 


formation and advertising rates. The 
results were highly satisfactory, Mr. 
Wade stated, and showed the trade 
papers worthy of more serious con- 


sideration in advertising appropriations. 
Copies of the report were circulated 
among the members. Monday night 
there was a get-together dinner. 

C. C. Loeble, Presbyterian Ministers 
Fund, presided at Tuesday's session of 
the life advertisers. “The Company and 
the Policyholder” was the topic of the 
day. A. H. Reddall, Equitable Society, 





spoke on “How to Conserve and 
Increase Policyholders’ Protection 
Through Premium Enclosures,” 

“Your list of policyholders is the fin- 
est mailing list in the country,” he said. 
He then described various types of mail- 
ing enclosures used by his company. 
He stressed the importance of keeping 
the offer of service before the policy- 
holder unaware of new developments in 
the insurance business. In his opinion 
there is great value in the inclusion of 
the company’s financial statement with 
the. premium notice. It shows the 
strength of the company and the value 
of the insurance. Enclosures are also 
an excellent means of copy testing, he 
declared, but he cautioned against using 
more than one at a time. Mr. Reddall 
reported that premium enclosures had 
proved an effective help in the gratify- 
ing progress made by the automobile 
accident prevention committee, of which 
he is chairman. 


CONDUCT OPEN FORUM 


In the open forum conducted by R. C. 
Berger, Connecticut Mutual, it was gen- 
erally agreed that a policyholders’ mag- 
azine is effective in improving the rela- 
tionship. A fairly new undertaking, it 
is a means of contact with the policy- 
holder and creates good will. Verner 
Leckie, Occidental Life, pointed out that 
life companies are far behind automobile 
manufacturers and other industries in 
such work. Too little attention is paid 
to the new buyer of insurance. A ques- 
tionnaire sent out to policyholders re- 
vealed their ideas as to what such a 
magazine should contain. Articles on 
health, a description of the duties of 
various departments, explanation of set- 
tlement options and stories on where the 
premium dollar goes were among the 
suggestions. It was estimated that the 
average cost of such a magazine is a 
quarter of a cent per copy. 

“The lapse record is a black mark 
against the life insurance business,” said 
Karl Ljung, Jr. Jefferson Standard, 
speaking on conservation. A survey 
shows that two-thirds of the insurance 
in force today is without the service of 
an agent. The advertising man should 
be conservation minded. The quality 
factors are important to apply to pros- 
pects, he said. Agents should be more 
quality-conscious, particularly when 
selling small policies. More space 
should be devoted to conservation in 
the agents’ magazine. 


Guarding Policyholders’ Good Will 


Ed Morton, North American Life, 
conducted the forum on guarding the 
policyholders’ good will. A better un- 
derstanding and closer relationship is 
necessary, he said. M. S., Crocktord 
Excelsior Life, brought out that more 
training of collection personnel is es- 
sential. A disgruntled customer can 
create much harm. The company should 
show a genuine desire to retain its pol- 
icyholders, Many who lapse their pol- 
icles were not sufficiently sold in the 
beginning. Clifton P. Mayfield, Fidelity 
Mutual, pointed out the stiff, stereo- 
typed forms used for premium notices 
and receipts. They should be personal- 
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ized as much as possible, he said. Most 
of them cause only annoyance and irri. 
tation. D. Bobb Slattery, Penn Mutual 
emphasized the impression a sWitch-' 
board operator in an office can make 
on the public. <A friendly attitude 
should be maintained at all times. He 
Suggested that policyholders might he 
invited to use their companies’ Offices 
as headquarters in a strange city. 


Exhibit Awards Announced 


W. A. Gilman, vice-president N, 
Ayer & Son, advertising agency, spoke 
on making the annual report interesting 
Recently there has sprung up a general 
interest in financial reports, he stated 
but they should be made more attractive 
and understandable. He suggested the 
introduction of the human interest ele. 
ment and graphic illustrations in the 
financial reports sent out to the 64 mil- 
lion policyholders of this country. [jf 
the working of every detail is made jn. 
telligible and presented frankly, the 
confidence of the public will be recap- 
tured, he stated. 

_At the banquet Tuesday night L. ¢ 
Keisling, Continental American,  an- 
nounced the winners of awards for the 
exhibits. The Excelsior Life won the 
sweepstakes’ trophy in group 1; the 
Northwestern National in group 2 and 
the Provident Mutual in group 3. Win- 
ners of awards of excellence were: 

_ Group 1—Insurance journal advertis- 
ing, ‘Continental American, Girard Life 
and Northern Life; magazine advertis- 
ing, Excelsior Life, Girard Life, Provi- 
dent Life & Accident; newspaper ad- 
vertising, Continental American, Old 
Line, Protective Life; sales promotion, 
Continental American, Monarch Life, 
West Coast Life; direct mail, business 
Men’s Assurance, Presbyterian Minis- 
ters Fund, West Coast Life; printed 
material, Excelsior Life, Provident Life 
& Accident, West Coast Life; publica- 
tions to agents, Excelsior Life, North- 
ern Life, Provident Life & Accident; 
weekly publications to agents, Home 
Beneficial, Provident Life & Accident, 
Sun Life of America; publications to 
policyholders, Continental American, 
Monarch Life, Northern Life; recruiting 
material, Continental American, Mon- 
arch Life, West Coast Life; conserva- 
tion, Excelsior Life, Monarch Life, 
Provident Life & Accident; annual 
statements, Columbus Mutual, Monarch 
Life, Provident Life & Accident. 

Group 2—Insurance journal advertis- 
ing, Continental Assurance, Fidelity 
Mutual, Ohio National; magazine ad-' 
vertising, American United Life, Jeffer- 
son Standard, Northwestern National; 
newspaper advertising, Confederation 
Life, Continental Assurance, North 
American Life; sales promotion, Berk-' 
shire Life, Continental Assurance, Jef- 
ferson Standard; direct mail, Cont!- 
nental Assurance, Dominion Life, Ohio 
National; printed material, Continental 
Assurance, Life of Virginia, North 
American Life; publications to agents, 
Berkshire Life, North American Life, 
Ohio National; weekly publications to 
agents, Life of Virginia, National Life 
& Accident, Northwestern National; 
publications to policyholders, Imperial 
Life, London Life, National Life & Ac- 
cident; recruiting material, Central Life, 
Confederation Life, London Life; con- 
servation, Dominion Life, North Amer- 
ican Life, Northwestern National; an- 
nual statements, American United Life, 
Fidelity Mutual, Northwestern National. 

Group 3—Insurance journal advertis- 
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ing, Connecticut Mutual, Penn Mutual, 
Provident Mutual; magazine advertis- 
ing, Bankers of Iowa, Equitable So- 
ciety, Guardian Life; newspaper adver- 
tising, Great-West Life, Mutual Life, 
National Life; sales promotion, John 
Hancock, Massachusetts Mutual, Re- 
liance Life; direct mail, Equitable Life 
of Iowa, Bankers Life of Iowa, Provi- 
dent Mutual; printed material, Connecti- 
cut Mutual, Equitable Life of Lowa, 
Mutual Life; publications to agents, 
Great-West Life, Massachusetts Mutual, 
Provident Mutual; weekly publications 
to agents, Bankers Life of Iowa, Equita- 
ble Society, Travelers; publications to 
policyholders, Bankers Life of lowa, 
Connecticut Mutual, Provident Mutual; 
recruiting material, Equitable Life of 
lowa, Lincoln National, Reliance Life; 
conservation, Connecticut Mutual, Great- 
West Life, Reliance Life; annual state- 
ments, Connecticut Mutual, National 
Life, Phoenix Mutual. 





Cc. W. VAN BEYNUM 





C. W. Van Beynum of Hartford, pub- 
licity manager of the Travelers, in his 
talk on “How to Fit the Advertisement 
to the Magazine,” said that his company 
feels it necessary to study the editorial 
content, direction and technique of the 
periodical in which the advertisement is 
to appear. The advertising copy should 
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be prepared accordingly. Few magazine 
editors, he said, adopt formulae that re- 
strict them too much. He referred to 
the “National Geographic Magazine,” 
which built up a circulation 10 or more 
times as great as that of the average 
class magazine in the monthly field be- 
cause of liberal use of pictures and an 
appeal to the same streak of curiosity 
that has brought popularity to “Believe- 
It-Or-Not Ripley.” The “National Geo- 
graphic” procedure, he said, started the 
Travelers series in that publication and 
inspired it to greater care in connection 
with advertisements in other period- 
icals. 

Should Fit the Advertiser 


Mr. Van Beynum said it is more im- 
portant, of course, that the advertise- 
ment ‘fit the advertiser than the period- 
ical in which it appears. Once in a 
while, he added, the Travelers gets an 
advertisement that seems to fit a maga- 
zine not on its regular list and it com- 
mits what amounts to an error in the 
eyes of some advertising men by adding 
that periodical for that advertisement 
and that alone. People either do or do 
not read magazines, he continued. He 
said, “Those who do read them, read 
more than one.” So far as insurance 
advertising is concerned it is more ef- 
fective, in his opinion, if a company pre- 
pared several pieces of copy for a list 
rather than one piece of copy for the 
entire series of magazines. 


Brings Adequate Return 


Mr. Van Beynum said that preparing 
different advertisements for different 
magazines runs up the cost of copy for 
the advertising agency, the cost of art, 
typography and plates for the advertiser. 
An insurance company, he said, can 
without being unreasonable ask an 
agency for extraordinary copy service 
because it asks of such very little serv- 
ice other than copy. The insurance 
company decides whether the additional 
cost of art, typography and plates brings 
an adequate return. The Travelers has 
found that it did, he said. To run the 
same advertisement in as many differ- 
ent magazines as possible, he said, is 
a nauseating idea to those who believe 
in cultivating the subscribers for one or 
more magazines rather than in attempt- 
ing to reach the whole population. 


Two Schools of Thought 


There always have been, he said, and 
always will be two schools of thought in 
this matter of changing copy. There are 
some advertisers who haven’t changed 
a word or even a comma in copy over 
a long period of years and are still get- 
ting good results, There is a far larger 
group that changes regularly, but uses 
the same copy through a long list of 
magazines. That group, he said, is the 
joy of the modern advertising agency. 
Then there are a few, and he included 
himself in it, who seldom use the same 
copy in any two magazines. 

Mr. Van Beynum said that very few 
people are the same yesterday, today 
and tomorrow. They have moods, They 
will spend one evening devouring a busi- 
ness paper on the subject of insurance 
or advertising and the next evening will 
refuse to have aught to do with any- 
thing more serious than the cartoons in 
“Esquire.” The ‘Travelers, he said, 
thinks it well to have its advertising in 
a periodical parallel to tempo, technique 
and style of the magazine itself. 


Use of Coupons 


In connection with the Travelers ad- 
vertising, he said that the question most 
frequently asked by those who want 
push rather than pull in advertising was 
“Why don’t you use coupons?” He said 
that the Travelers has used coupons oc- 
casionally and the results have been dis- 
appointing. He said that they do not 
belong either in the style of advertise- 
ment the Travelers is using or the mag- 
azines in which they appear. One never 
sees a coupon in an automobile manu- 
facturer’s advertisement, he added. 
Many people send in coupons who are 
the poorest prospects on earth for in- 
surance. While there is a desire, he 
said, frequently expressed in recent 
years among agents and agency execu- 








tives for more advertising of life insur- 
ance, Mr. Van Beynum declared he 
knew of a number of projected cam- 
paigns being vetoed in agency depart- 
ments. The temptation to finance a few 
more general agencies with the funds 
that would be required for advertising 
is more than many agency executives 
can resist, he added. 


Purpose of the Publicity 


In the four years that the Travelers 
has followed its advertising program of 
fitting the advertisement to the maga- 
zine nothing has happened to make the 
management think the idea futile. He 
said, “We never expected our adver- 
tising to do the impossible. As com- 
plete salesmen, advertisements of insur- 
ance have so often been complete fail- 
ures that we have never tried to make 
them ferret out prospects, present the 
case as a specific policy and get the 
application. We do expect our adver- 
tisements to make the entry of the 
Travelers agent easier. We do expect 
our advertisements to plant ideas that 
agents can cultivate into applications. 
We also expect our advertisements to 
help retain business on our books.” 





ALICE E. ROCHE 





Alice E. Roche, manager sales promo- 
tion department in the L. F. Paret 
agency of the Provident Mutual Life in 
Philadelphia; in her talk-before the Life 
Advertisers on “How to Build Prestige 
for the Agency,” asked four questions 
as the basis of her discussion. What is 
agency prestige? How is it created? 
How is it sustained? Wherein lies its 
greatest virtue? She said that agency 
prestige is the earned favorable reputa- 
tion the agency enjoys. 

Miss Roche said prestige not only re- 
quires responsibility but prestige is re- 
sponsibility. As her agency views it, it 
is responsible for the careful selection 
of men fitted for the business, for their 
adequate training in life insurance, fun- 
damentals and selling technique, for 
their intelligent supervision, for initia- 
tion of sales promotion helps and service 
specifically focused toward maximum 
growth and development, for eternal 
vigilance as to progressive ideas and 
adaptation of life insurance selling meth- 
ods to changing economic and _ social 
trends. The prestige of an agencv, she 
added, can be no greater than the pres- 
tige of representatives individually. 
Sustaining Prestige 

The speaker asked, “How is agency 
prestige sustained?” In answering the 
question because of her audience she 
laid particular stress on advertising fea- 
tures that play a role in building agency 
prestige. She spoke of the monthly 
leader letter which her office gets out 
designed to carry a message from the 
general agent to a list of people se- 
lected by the agents. Her agency re- 
gards this as a definite builder of pres- 
tige in twocapacities. First, for the agent 
himself in relation to his clientele and 
for the agency in placing this prestige 
builder at the ready disposal of the 
agent. Next is the individual bulletin 
service. Through this, the agency in- 
terprets advertising projects in terms of 
an agent’s individual problems and per- 
sonality. Then she referred to the mer- 
chandising effort of the agency, mean- 
ing by that the merchandising of the 
material prepared by the home office ad- 
vertising department to the field. The 
experience of her organization, she said, 
demonstrated conclusively that each 
agency effort justifies itself not only 
from the standpoint of cooperation with 
its company but as well in effecting the 
use of advertising material by many 
agents who otherwise would pass this 
material by. 


Ten-a-Month Plan 


She referred to the “Ten-a-Month 
Plan” originated by Vice-president W. 
K. Wise of the Provident Mutual which 
the Paret agency represents. This is a 
file of deferred prospects whose names 
appear automatically at future dates ap- 
propriate for the return visit of the 
agent. Appropriate advertising material 
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is sent to them in the interim between 
the calls. This plan, Miss Roche be- 
lieves, offers a material aid to the agent 
in his “‘ten-a-month” work. 

Miss Roche referred to direct mail ad- 
vertising. The office feels a keen ‘se- 
sponsibility in bringing constantly before 
the agents the most progressive thought 
and intelligent guidance that can be 
given. The Paret agency, she said, was 
the pioneer in this whole idea of direct 
mail advertising for the agent. The 
agency classifies its work in direct mail 
advertising under four general headings, 
the contact, preapproach, post approach 
and series campaigns. 





ROGER B. HULL 





Challenging the institution of life in- 
surance with an obligation to sell the 
concepts of free enterprise so intimately 
embedded in it, rather than to develop 
new selling techniques, Roger B. Hull, 
managing director National Association 
of Life Underwriters, in addressing the 
Life Advertisers, stated that business 
today is facing a new competition 
which he called a “frame of mind on 
the part of the public.” : 

“In their eagerness to sell their prod- 
ucts, leaders in all industries have been 
too prone to forget to sell their con- 
cepts of free enterprise. Life insurance 
is no exception and we must face this 
challenge,” he said. 


Mind Has Become Confused 


“In the fertile soil of economic de- 
pression, the mind of an informed in- 
surance buying public has become con- 
fused, if not aroused, by the ingenious 
implications of self-styled experts and 
the urgly antagonisms of self-serving 
critics, These critics are simply taking 
advantage of the public’s current atti- 
tude, watered and nurtured by political 
expediency. It has become popular to 
sneer at “corporate greed” and the in- 
herent wickedness of big business. For- 
tunately for us, we have seen a great 
wave of criticism of all business, not 








just life insurance. ‘How good is your 
business?’ is asked of all industries.” 

Mr. Hull said that he was not alarmed 
by the appearance of this frame of mind 
nor was he in the least apprehensive 
that it might react to the discomfiture 
of the life insurance business. He 
charged the members of the Life Ad- 
vertisers to become a little investigatory 
themselves, to dig up and dig out the 
underlying facts about the life insurance 
business and bring them to the attention 
of every citizen. 


Should Welcome Inquiry 


“We know the facts and we should 
make every effort to tell them to the 
public,” he added. “Let us welcome 
any inquiry, the answering of which 
gives us an opportunity to tell the 
world of the underlying soundness and 
security of legal reserve life insurance, 
of its inherent mutuality, that the assets 
are really owned by the people them- 
selves and that the life insurance agent 
is the greatest ‘community builder’ any 
town or city ever had. Let us revalu- 
ate the ability of the average policy- 
owner to understand the simple funda- 
mentals of life insurance and clear away 
the confusions that have resulted from 
the half-truths and untruths printed and 
proclaimed by our detractors. This is 
an opportunity to show that we have 
administered a sacred trust honestly in 
the best interest of policy holders.” 


Want Underlying Story 


“We have been busy in recent years 
devising and developing new techniques 
in life insurance selling, forging new 
tools, sharpening old ones. But sud- 
denly we have been brought to a real- 
ization—brought there chiefly by a bunch 
of racketeers who seek to draw that 
characterization off themselves by plac- 
ing it on us—that our policyholders and 
prospects are today demanding a new 
kind of information about our product. 
Today they want to be told the under- 
lying story of our business, not just 
sold a lot of policies.” 

The speaker challenged the agency 
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forces to act not only continuously but 
with the spirit of crusaders, as expo- 
nents and purveyors of an intelligent, 
farseeing program to inform the public 
of the fine discharge of this trusteeship 
by the life insurance business. 

“We should not fail to capitalize, 
right now, on a new phase of the pub- 
lic’s attitude which has been brought 
concretely to our attention within the 
last three weeks. According to the 
most recent Gallup poll, we have just 
been informed that business leadership 
is coming back into favor. Today, said 
Dr. Gallup, there is a growing senti- 
ment for removing restrictions on busi- 
ness. 


Will Accept Leadership 


“Isn’t it a fact,” he queried, “that 
business executives are today, right 
now, better able to accept national 
leadership than ever before? Fully 
appreciating past mistakes and with a 
new realization of their responsibilities 
to the public, they will justfy this re- 
turning public confidence. They will 
build upon this newly awakened public 
attitude, which is, that the reforming 
of business does not involve its being 
destroyed.” 

Mr. Hull then discussed at length 
methods for more forcibly bringing the 
facts of life insurance to the American 
public and called upon the advertising 
men to use their efforts to strengthen 
the representation by the agent through 
strengthening his character and _per- 
formance and thus bring to the agent 
the prestige to which he is justly en- 
titled. “The best way to gain the good- 
will of the public, is by good character, 
good morals, good performance.” 

Vice-president J. C. Behan, Massa- 
chusetts Mutual, was the banquet 
speaker. 


Conduct House Organ Forum 


C. Sumner Davis, Provident Mutual, 
was the presiding officer Wednesday 
morning. President-elect McCarroll con- 
ducted a forum dealing with house or- 
gans. Participants were L. C. Cush- 
man, Massachusetts Mutual; Bart 
Leiper, Provident Life & Accident, and 
C. R. Noyes, Phoenix Mutual. “How 
to Make a Sales Campaign Click” was 
the subject of Ward Phelps, Life In- 
surance Sales Research Bureau. 

“Programming, the creation and 
conservation of life insurance estates, is 
strictly low pressure selling and_ in- 
creases the sales income of agents,” 
said James A. McLain, vice-president 
Guardian Life, in his talk, “How We 
Sold Programming to the Field.” He 
explained the new graph-estate plan de- 
veloped by his company, which is pre- 
sented to the agents as a complete sales 
procedure. 


Hunter Views the Future 


D. Gordon Hunter, vice-president and 
agency manager Phoenix Mutual, spoke 
on “How About the Future?” After 
recalling the past quarter of a century 
and the changes that have come, Colo- 
ner Hunter expressed the belief that 
the future holds even greater promise 
and that the institution of life insurance 
will progress accordingly. He pleaded 
for a greater production of quality busi- 
ness by a smaller and better trained 
force of agents, who will receive greater 
compensation for their services. 

“How an Editor Looks at the Life 
Insurance Agent’? was Raymond Mo- 
ley’s subject in the final session. C. V. 
Pickering, Aetna Life, presented the 
sound films, “How to Sell” and “Word 
Magic.” Alice E. Roche, sales promo- 
tion manager Louis F. Paret Agency, 
Philadelphia, told how to build prestige 
for the agency. John A. Stevenson, ex- 
ecutive vice-president Penn Mutual, also 
spoke on prestige building. 
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Much Interest in 
the World’s Record 


Much interest is being taken in 
the effort of Hugh C. Terwilli- 
ger, general agent Western Life of 
Helena, Mont., at Los Angeles to 
break the world’s record for num- 
ber of applications written in one 
month. It was stated in a news 
dispatch from Los Angeles that’ 
the highest record is held by Er- 
nest B. Houghton of the Guard- 
ian Life at Rochester, N. Y., who 
wrote 690 applications in October, 
1925. Evidently Joseph F. Skrin- 
ar, who represents the Mutual 
Life of New York at Joliet, IIl., 
was overlooked. In May, 1927, 
Mr. Skinar wrote 731 applica- 
tions. The work of Mr. Skrinar 
was verified by the “Insurance 
Salesman” of Indianapolis and 
properly certified to. 








Manager Should Strive to 
Make Agency Distinctive 


BOSTON—H. M. Faser, Jr., young- 
est Penn Mutual general agent and 
head of a new agency of the company, 
addressed a large meeting of the Bos- 
ton Life Supervisors Club on “Recruit- 
ing Young Men.” Mr. Faser is only 
28 and started a Penn Mutual agency 
in New York City from scratch and 
took no agent over 30. In three yéars 
he inducted 35 men of whom 23 re- 
mained. Since Sept. 1, in Boston, his 
group of young men recruited here have 
accounted for 50 percént of his business. 

“A good job of recruiting can be done 
with more ease,” Mr. Faser said, “if 
the manager has something distinctive 
about his agency that he can stress to 
centers of influence and also to recruits. 
This might be that a number of his men 
have received advancements; or that he 
takes no one over the age of 30; that 
he takes only college men, or some 
other equally interesting and out-of-the- 
ordinary interest provoking reason to 
promote that agency above others.” 

President A. Clement Deering pre- 
sided. 


Start Hearings on Bay State 


Bank Insurance Limitation 


BOSTON—The special legislative re- 
cess commission appointed to study the 
proposal to reduce the amount of life 
insurance a person may buy from sav- 
ings banks to $3,000, with annuities 
limited to $500, conducted a_ hearing 
Tuesday, which was largely attended by 
counsel of life companies and agents. 
Senator Blanchard, chairman of the 
commission, announced that first the 
general public would be heard and that 
the life companies and savings bank 
people would be given a chance to be 
heard later. No one responded, either 
for or against the measure, and the 
hearing was postponed to Nov. 21, 
when the proponents of the measure, 
including counsel for the Boston Life 
Underwriters and life’ company coun- 
sel, will be heard. 
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Congress Seeks to 
Curb Relief Evil 


Study by the Illinois Fraternal Con- 
gress of the problem presented by the 
national disposition of relief officials 
to deny or stop relief checks where the 
individual has more than a very small 
amount in liquid assets, such as life pol- 
icy reserves, has resulted in a move 
to secure an act from the next legisla- 
ture to relieve the situation. News of 
the negotiation was bulletined to mem- 
bers by John P. Stock, congress presi- 
dent and Illinois state manager Macca- 
bees, who heads a special committee 
that has been investigating the practice. 

Instances have been reported in some 
states in which those on relief were 
forced to cash in their policies to con- 
tinue on relief and in some cases the 
beneficiaries have suffered considerable 
loss on this account when the insured 
died. 

Crisis in Illinois 

It is proposed to ask the legislature 
to pass a bill empowering the division 
of old age assistance of the bureau of 
public welfare to establish liens against 
estates of the deceased recipients for 
the amount of old age assistance 
granted, with provision for a maximum 
allowance for payment from the estate 
of last sickness and funeral expenses. 
The attorney-general recently ruled that 
this was not permissible. 

Affairs came to a crisis in Illinois 
recently when fraternal society mem- 
bers who were receiving old age assist- 
ance were notified they would not be 
eligible for further monthly grants if 
they possessed more than $200 cash or 
other assets with an immediate cash 
value of more than that’amount. This 
obviously included life insurance re- 
serves. In the past the maximum was 
set at $400. 


Secures Change of Rule 


A special meeting of the congress 
executive committee was called and the 
committee appointed to confer with 
state officials. The committee included 
R. H. Matthias and J. M. Miller, F. F. 
Farrell, secretary-manager National 
Fraternal Congress and F. E. Huston, 
assistant secretary and actuary Ameri- 
can Life Convention, sat in with the 
committee, in conference with J. C. 
Weigel, acting superintendent, division 
of old age insurance of the state. It 
was able to secure a change of ruling 
and return to the former maximum of 
$400. 

While many charter members were 
notified their monthly grants were 
stopped under the ruling, Mr. Wiegel 
authorized the congress officials to an- 
nounce to members that these grants 
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would not be stopped in cases where the 
recipients possessed $400 or less liquid 
assets, 


Mrs. Huskey Is Elected As 
Texas Congress Head 


DALLAS, TEX.—Mrs. Eva Huskey 
of Greenville ‘was elected president of 
the Texas Fraternal Congress at the 
annual convention here. Ruben Young, 
Dallas, W. B. Sarssow, San Antonio, 
and Mrs. Lena Shugart, Garland, were 
named vice-presidents, and J. H. Cul- 
lom, Dallas, secretary-treasurer. Of- 
ficers were installed by Mrs. Dora Alex- 
ander Talley, head of the Woodmen 
Circle and past president National Fra- 
ternal Congress. The convention next 
year will be held at Fort Worth. 

R. L. Daniel, Texas commissioner, and 
F. N. Julian, Alabama commissioner 
and president National Association of 
Insurance Commissioners, in talks ex- 
pressed belief that state legislators, as 
a rule, are not anxious to tax fraternals. 
They said, however, the societies’ rec- 
ords should show they are fraternals 
and not commercial companies. They 
warned that fraternals prepare for the 
federal quiz of life insurance. Fraternals, 
they said, are doing splendid work, but 
when they cease to be fraternals they 
must not expect the taxing powers of 
states to consider them as such. 

Business is on the upswing over the 
nation and will not again falter, C. L. 
Biggs, Detroit, president N. F. C. and 
recorder Maccabees, told the congress. 
Need for insurance was emphasized by 
the mass hysteria associated with the 
Orson Welles radio dramatization of 
H. G. Wells’ “War of the Worlds,” he 
said. This demonstrated the American 
people do not feel secure. He feels that 
more insurance would help to remedy 
this condition. 


W. O. W. Case Is Reversed 
by U. S. Supreme Court 


The United States Supreme Court re- 
versed the Kansas City court of appeals 
decision which held that the Woodmen 
of the World must pay in full a policy 
issued to Pleasant Bolin of Nodaway 
county, Missouri. The W.O.W. con- 
tended that it could not honor the pol- 
isy issued in 1896, containing a 20-year 
payment clause because inclusion of that 
clause was in violation of its by-laws. 
The high court remanded the case for 
further consideration in the light of the 
Nebraska law since the fraternal is in- 
corporated in that state. The Nebraska 
supreme court in another case had ruled 
the 20-year payment clause invalid. Mr. 
Bolin continued his payments until 1916, 
then ceased on the assumption that un- 
der the 20-year clause the policy needed 
no further payments as it was paid up. 
The W.O.W. contended that failure to 
make further payments after 1916 con- 
stituted a default and the policy be- 
came ineffective. The policyholder died 
in 1933 and the fraternal denied liabil- 
ity. His estate sued in the Nodaway 
county circuit court and won. The 
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W.O.W. appealed and the Kansas City 
ccurt of appeals affirmed the decision. 
The state supreme court refused to re- 
view the case. 


Michigan Fraternalists Form 
Field Managers Group 


DETROIT—For mutual cooperation 
on problems of fraternal field managers, 
the Fraternal Field Managers Associa- 
tion of Michigan was formed at a con- 
ference here. This is the first group of 
the type organized on a state basis, al- 
though there is a national group in the 
National Fraternal Congress. 

R. M. Norrington, Gleaners, was se- 
lected as honorary president of the 
Michigan association, and T. J. Taylor, 
Woodmen of the World, president. Mrs. 
Daisy C. Heath, Royal Neighbors, was 
named vice-president; Mrs. Alice E. 
White, Woodmen Circle, secretary, and 
F. M. McGarvey, Equitable Reserve 
Association, treasurer. Quarterly meet- 
ings will be held. 


Blankenburg Is President 


APPLETON, WIS.—A. H. Blanken- 
burg of this city was elected president 
of the newly organized Wisconsin Fra- 
ternal Underwriters’ Organization of the 
Aid Association for Lutherans at a 
meeting here. Other officers named 
were: Vice-president, William Birk, 
Wausau; secretary-treasurer, E. E. Ber- 
tram, Wausau; members executive com- 
mittee, H. W. Albrecht, Milwaukee; B. 
E. Mayerhoff, Appleton; W. C. Baum, 
West Allic, and A. H. Poepp, Appleton. 
Lee Rosholt presented a paper on writ- 
ing a life application and work required 
up to the time the certificate is deliv- 
ered to the policyholder. Herbert Benz 
discussed personal insurance and settle- 
ment options. M. M. Backes, Milwau- 
kee, spoke on state and federal income 
taxes in relation to life insurance. At a 
luncheon, William Zuehlke; treasurer 
Aid Association, presented as guest 
speaker N. J. Williams, Neenah, vice- 
president Equitable Reserve. The next 
meeting will be held at Wausau in May. 


Judge Karel Is Improved 


Judge J. C. Karel, Milwaukee, presi- 
dent Equitable Reserve Association, 
Neenah, Wis., and past president Na- 
tional Fraternal Congress, has been re- 
moved to his home from a Milwaukee 
hospital where he was confined for sev- 
eral weeks under observation and treat- 
ment. 














Maccabees Record Volume 


DETROIT —Topping a three-year 
production record, the Maccabees re- 
ported the largest volume of business 
in October of any month since Decem- 
ber, 1935. New business in the month 
totaled $3,214,860, an increase of nearly 
a million over the same month of 1937. 
In the first ten months, total gain was 
$4,030,290, or 17.8 percent. Michigan 
volume in October was $525,880, the 





second time in 1938 that a state hit the 
half-million mark. 





Milwaukee Veteran Dies 


John M. Schneider, 73, president J. 
M. Schneider & Son Co., Milwaukee 
local agency, died at his home there. 
He served for 25 years as president of 
the Catholic Family Protective Life As- 
surance Society. 





J. H. Flowers Dies 


LOUISVILLE—J. H. Flowers, for- 
mer state manager of the Woodmen of 
the World, died of a heart ailment at 
his home here at the age of 76. 


Name Baer Grand Knight 


Joseph Baer, prominent Madison. 
Wis., life agent, has been elected grand 
knight of the Madison council of the 
Knights of Columbus. 
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If it is LEGAL RESERVE, the strength is 
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STANDARD 
COMPARISON 


@ The Equitable Life of 
lowa issues both partici- 


FOUNDED 





pating and non-partici- 
pating life policies; 
annuity contracts; and 
“man-sized" life policies 
for juveniles from date 
of birth to age 10. 
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Pave the Way—An accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample 10c. 








i tion. 





COMMUNITY CHEST DRIVE 


In their effort to help the Chicago 
Community Fund raise $3,550,000 for its 
1939 budget, insurance men of the city 
have contributed $28,162 the first three 
weeks of the campaign. This announce- 
ment came from Arthur Croxson, vice- 
president Rollins, Burdick, Hunter Com- 
pany, chairman of. the insurance group. 
He and his workers in insurance are 
aiming at a quota of $77,000. 


NEILD IS ACTING MANAGER 


The Manufacturers Life has appointed 
H. B. Neild acting manager in Chicago, 
following the resignation a short time 
ago of Branch Manager W. A. Kerry 
to become general agent of the Massa- 
chusetts Mutual Life at Worcester, 
Mass. Mr. Neild was transferred from 
Detroit, where he served as branch sec- 
retary of the Manufacturers eight years. 
Prior to that he did similar work in 
Chicago for a year and a half. He 
originally started in the home office at 
Toronto and spent considerable time in 
the policy loan division. He is one of 
the youngest managers in Chicago and 
since his appointment has spent much 
time in renewing old acquaintances and 
establishing many new contacts. The 
agency does a substantial amount of 
brokerage business. 


ILLINOIS ANNOTATED CODE 


The committee that has been working 
on the annotated Illinois insurance code 
will complete its work so that the books 
can be delivered the first of the year. 
Henry S. Moser, who is chairman of 
the Illinois State Bar Association sec- 
tion on insurance law, has: directed the 
work. Each member of the committee 
was assigned a definite section. The 
entire committee would meet from time 
to time and discuss each one’s presenta- 
Chase M. Smith of the National 
Retailers Mutual Fire and Frank Young, 
special deputy Illinois insurance depart- 
ment, are members of the committee. 

The book will have over 1,000 pages. 
It is being published by the Foundation 
Press, 11 South LaSalle street, Chicago, 
and -the sale price after publication will 
be $13. It will contain the full text of 
the Illinois insurance code, a statement 
of the source of each section, important 
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changes in the previous Illinois law, 
comparison of each substantive provi- 
sion with the corresponding statutory 
provision of all other states, with appro- 
priate references to all other state 
statutes, discussion of several thousand 
of the important decisions not only in 
Illinois, but throughout the country, 
dealing with the subject matter of each 
section, a full cross-reference to related 
sections of the code, and an explanation 
of the relationship between the various 
sections. The book will also contain 
the full text of the agents and brokers 
act, the county and township mutual act, 
non-profit hospital service plan act, and 
the property life insurance act. 


GRAHAM HEADS NEW AGENCY 


A. T. Graham of Chicago has been 
elected president of the Chicago Com- 
mercial Agency, recently formed, which 
represents the Indianapolis Life in Chi- 
cago with offices in 134 South LaSalle 
street. Julius L. Marks of the agency 
was named general agent. Mr. Gra- 
ham will continue his brokerage busi- 
ness in the Insurance Exchange build- 
ing. He is vice-president of the Insur- 
ance Brokers Association of Illinois and 
prominent in work of the Insurance In- 
stitute of America in Chicago, being a 
member of the insurance education com- 
mittee which is sponsoring various in- 
stitute courses in Chicago. The new 
agency will serve as an outlet for Mr. 
Graham's life business, as well as doing 
a general agency and brokerage busi- 
ness. 


HOUZE AGENCY STAFF CHANGES 


W. M. Houze, Chicago ordinary gen- 
eral agent John Hancock, has made 
several staff changes. D. A. Medaris, 
supervisor for five years, becomes man- 
ager of sales and also is directing the 
brokerage department. W. M. Houze, 
Jr., who has been an agent in the office 
for two years, becomes associated with 
Mr. Medaris in the brokerage depart- 
ment to be outside contact man. John 
Pappenhausen was appointed head of 
the conservation division. Mr. Medaris 
was drafted into the business by Mr. 
Houze at Indianapolis 27 years ago. He 
has been a successful agent, selling up 
to a million in a year; has held a John 
Hancock contract for 27 years and re- 
joined Mr. Houze as agent six years 
ago. Mr. Pappenhausen has been asso- 
ciated with Mr. Houze ten years, being 
assistant cashier, then cashier. 


CAPERTON’S FIFTH ANNIVERSARY 


The J. C. Caperton general agency of 
the State Mutual Life in Chicago cele- 
brated its fifth anniversary at a lunch- 
eon attended by the entire staff and 
that also of Clarence De Long, district 
manager at Champaign, Ill. FE. E. 
Hawks, Buffalo general agent, and L. B. 
Scheuer, general agent at Cincinnati, 
attended. The Caperton agency led the 
company’s forces in the United States 
in October and for 10 months. Mr. 
Caperton had a birthday cake with five 
candles at his affair and there was a 
musical program. 


DISCUSS BUSINESS MEN’S HEALTH 


An interesting session on business 
men’s health as affected by stress of 
modern conditions was held by the in- 
dustrial medical section of Northwestern 
University medical school. Many life 
company medical men and other offi- 
cials, and upwards of 200 business men 
were present. O. E. Mount, secretary 
American Steel Foundries, was chair- 
man; Dean Irving Cutter of the medi- 
cal school was toastmaster, and the 
speakers were Dr. Robert M. Dailey, 
medical director Equitable Society, New 
York, and Dr. Edgar Van Nuys Allen 
of Mayo Clinic. Dr. Dailey spoke prin- 
cipally for periodic health examinations 








of business men. He exphasized thy 
the nerve strain due to modern business 
complexities is taking heavy toll, re 
sulting in increase in cardio-vascular. 
renal diseases, which now present the 
greatest medical problem to life com. 
panies. Dr. Allen stressed that the ex. 
cessive smoking, drinking of liquor and 
overeating are causing many stomach 
and lung disorders, and also are fe. 
sponsible in part for high blood pres. 
sure. He noted especially the “we” 
smoker who absorbs more nicotine than 
do other smokers. Smoking is undoubt. 
edly harmful, he said. Dr. Allen com. 
mented that there was no evidence that 
the moderate drinker, who takes two 
or three glasses a day, shows any harm. 
ful physiological effects from the habit. 
Life company medical men for some 
years have been trying to induce general 
practitioners to take interest in the 
health problem affecting business men, 
The meeting this week is taken as in- 
dication the medical men now are alive 
to the problem. 


Brooklyn Cooperation With 
Bar Association Advanced 


Progress toward an agreement for 
active cooperation between Brooklyn 
lawyers and life insurance agents was 
made at a meeting of the Brooklyn Life 
Managers Association attended by J. T, 
McGrath, chairman of the Brooklyn 
Bar Association’s committee of coopera- 
tion with life insurance, and his two 
associates on the committee, J. B. 
Cavallaro and Paul Gravenhorst. 

The objective of the negotiations be- 
tween the bar and the managers asso- 
ciation is not merely to arrive at a code 
of ethics which will avoid friction, but 
to bring about active cooperation of 
agents and lawyers. Some months ago 
the Brooklyn Bar Association proposed 
a resolution taking a highly cooperative 
stand. 


Advantages of Cooperation 


Lawyers and insurance men fostering 
the cooperative plan believe it would 
benefit the community, the lawyer and 
the agents. From the insurance point 
of view, the agent would be able to ren- 
der a more complete service by suggest- 
ing that his clients make wills or bring 
present wills up to date, referring 
clients to their own lawyers or recom- 
mending a lawyer in cases where a client 
does not have one. Doing so would pro- 
mote harmony between lawyers and 
agents and build prestige for the agent. 


Valuable to Lawyers 


From the lawyer’s standpoint, coop- 
eration would mean being alert to op- 
portunities among friends and _ clients 
where life insurance could bes of real 
value. In such cases the lawyer could 
be helpful in protecting the client’s in- 
terests and would suggest that the client 
confer with his agent or, if he had none, 
the lawyer would recommend a com- 
petent agent. It is believed that the re- 
sult of active cooperation between the 
lawyers and acents would result in each 
of them going out of his way to recom- 
mend something of real value to clients 
and friends, thereby building prestige 
for themselves. 


Headquarters Hotel Filled 


Commissioner Pew of Des Moines 
states that all available space in the Ho- 
tel Fort Des Moines has been reserved 
for those that will attend the National 
Association of Insurance Commission- 
ers convention, Nov. 5-7.- That is the 
official headquarters. He advises, there- 
fore, those that have not secured their 
reservations write directly to the Ho- 
tel Kirkwood or Hotel Savery. 


Ashford on Texas Tour 

A. F. Ashford, San Angelo, Tex., 
president Western Reserve Life, talked 
on “The Public Speaks,” before local 
associations at Abilene, Wichita Falls, 
Amarillo, and Lubbock, Tex. 
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Sales Ideas and Suggestions 












Many Selling Ideas Presented 





Many ideas that get business were 
outlined at the sales congress of the 
Missouri Association of Life Underwrit- 
ers in Sedalia, Mo. rea 

A great many prospects for life in- 
surance are “hidden” simply because a 
life insurance agent has not thoroughly 
analyzed the life situations they repre- 
sent, said Fred T. Rench, St. Louis gen- 
eral agent National Life of Vermont. 
The need of most of such prospects is 
for life insurance as a means of conserv- 
ing property. 

It is human psychology not to want 
to be sold anything, said Herbert A. 
Hedges, general agent Equitable Life of 
lowa at Kansas City. With this in mind, 
Mr. Hedges uses a two call plan of sell- 
ing which lets the prospect buy. He 
finds how much the prospect feels he 
would have to leave his family for ex- 
penses should he be gone on a hunting 
or fishing trip for a month or if he 
doesn’t come back at all. He continues 


» with questions on the needs of the pros- 


pect’s widow and children. When he is 


' done, Mr. Hedges leaves a copy of the 
| figures the prospect has given him and 
' takes one himself. When he returns for 


the selling interview, he tells the pros- 
pect that his family will have to get 
along on less than the prospect has in- 
dicated as a minimum. The prospect 
immediately begins to object. “That is 
up to you,’ Mr. Hedges replies. The 
prospect isn’t sold—he buys; in some 
cases he insists on buying. 


Worried About Taxes 


“When you die nowadays you don’t 
know whether the government or your 
widow is going to be your beneficiary,” 
said Eugene B. *Stinde, Northwestern 
Mutual, St. Louis. “In one recent case 
a man’s estate paid $5,000,000 into the 
Missouri treasury, which was more than 
the balance there. It is no wonder that 
men and women are worried about 
taxes. “It isn’t the number of calls per 
day that counts so much as the power 
you put in the interview—the kind of 
calls and the concentration,” said Mr. 
Stinde. 

A program for building prestige in 
rural areas was outlined by H. C. John- 
son, Guardian Life, Cape Girardeau. He 
advised agents to earn a convention trip 
because successful men in rural commu- 
nities like to do business with success- 


ful people, and such a trip adds much’‘ 


to the agent’s prestige. “People don’t 
like to discuss their affairs with agents 
who they know are just getting along. 
Make friends of local editors. Know 
the state laws governing distribution of 
property and inheritance taxes. Be able 
to make short talks at local meetings. 
Read the Congressional record; men like 
to talk about government and business. 
Take a vacation trip each year and go 
to important places. People in rural 
communities like to talk about places 
they have been, and if the agent can talk 
familiarly, about the same places, pros- 
pects are much more apt to regard him 
as capable of helping them with their 
affairs.” 


Woodbury Presents Approach 


E. E. Woodbury, district manager 
Reliance Life in Columbia, presented an 
approach which has resulted in a great 
deal of business. He has the prospect 
set down his gross income for last year, 
total savings for the same period, the 
difference between the two. He points 





at Missouri Congress 


out that the prospect personally spends 
about a third of his income, and he asks 
him to subtract a third from his in- 
come less savings. An estimate of the 
prospect’s estate is put down, and the 
amount it would earn at 4 per cent. 
The latter figure subtracted from the 
net amount to the family (less savings 
and a third for the prospect’s personal 
use) gives the amount which the pros- 





pect’s death would take away from his 
family. This figure, Mr. Woodbury 
asks the prospect to give him. He then 
goes into the necessity of saving more 
and makes an appointment for discuss- 
ing the matter later. The interview re- 
quires only 10 minutes, and leads to 
sales. 

In her demonstration of a sale to a 
successful business woman prospect, 
Miss Alberta Allen, Massachusetts Mu- 
tual, St. Louis, uses the point that to 
save an estate of $40,000 requires over 
$1,400 a year, but that with life insur- 
ance, the deposit of around $740 a year 
(interest returns make it substantially 
less) the $40,000 estate can be created 
—on a guaranteed basis. 








Manager Should Aid Agent 
in Building Prestige 


PEORIA, ILL.—The responsibilities 
the manager and general agent has to 
his men were outlined by Holgar J. 
Johnson, president National Associa- 
tion of Life Underwriters and Penn Mu- 
tual general agent in Pittsburgh, at the 
Illinois Association of Life Underwrit- 
ers semi-annual meeting here. 

It is necessary that the public have a 
greater appreciation of the service ren- 
dered by agents, said Mr. Johnson. The 
manager has a responsibility in seeing 
that the agent gains the prestige and 
public respect due him for his contribu- 
tion to the economic life of the com- 
munity. The public already has a high 
esteem for life insurance as an institu- 
tion and needs to have greater appre- 
ciation of the agent’s task. There are 
a number of reasons why life insurance 
has such a fine reputation, said Mr. 
Johnson. No other business or insti- 
tution has such high official integrity. 
Men become great in the life insurance 
business because of their ability to serve 
and not because they are able to ac- 
cumulate huge fortunes. In most other 
businesses there are multi-millionaires, 
but not so in life insurance. Life insur- 
ance also pays out huge sums annually 
to policyholders and beneficiaries. How- 
ever, the greatest reason for the public 
belief in life insurance is because of the 
faith it has had in what life insurance 
agents have told them about what life 
insurance will do for them. Mr. John- 
son urged the general agents to give 
the agent who plays this important part 
the credit he deserves. 

Agents must not be looked upon as 
sO many production units or pieces of 
machinery in obtaining automatic pro- 
duction. Every agent is a human per- 
sonality and must be treated as such. 





The manager’s and general agent’s suc- 
cess depends largely’ on his organiza- 
tion. The business should get away from 
thinking in terms of mass production 
and talk about raising individual pro- 
duction and not total. Mr. Johnson at- 
tacked the stress laid by some compa- 
nies on new organization requirements 
based on volume. It may be necessary 
to appoint part timers in small com- 
munities, but Mr. payne opposes the 
practice in cities of 50,000 or more. 

Although the general agent has to 
be optimistic in order to do a good job, 
he also should be realistic. He must 
have the courage to eliminate ‘the unfit 
and to turn down men who have been 
working for a manager “who doesn’t 
understand me.” There are isolated 
cases in which such transfers are justi- 
fied but they are not common. 


Must Have Character 


In promotional activities the general 
agent should recruit men with character 
and not expect to hire a man with the 
idea of reforming him. The recruit must 
have original character to start with. 
He must have a reasonable training. 
He must be equipped to answer ques- 
tions. He is the direct representative 
of life insurance to the public, so he 
has to be able to answer such questions 
about railroad bond holdings, term in- 
surance, etc. If the agent has the an- 
swer to the questions it gives him a 
sense of power even if he doesn’t di- 
rectly answer questions by going into 
actuarial details. 

The general agent must recognize ac- 
complishment. The agent should be en- 
couraged to participate in community 
activities, but not to scatter his shots 
too much by joining all organizations. 
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Income Distribution 
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Clip and paste on 3x5 file card. Many pertinent facts relative to 
life insurance are difficult to locate because there is no systematic 
method to keep track of them. Additional Fact File data will be pub- 


lished now and then. 





Let Prospect Talk, 


Millionaire Urges 


_DALLAS, TEX.—Practical selling 
tips from a C. L. U. and million-dollar 
producer were given at a meeting of 
the Dallas Association of Life Under- 
writers by T. M. Green, Oklahoma City 
agent Massachusetts Mutual. 

“Don’t do all the talking yourself, but 

let the prospect do some of it,” he coun- 
seled. “When the prospect raises an 
objection, don’t interrupt him, but don’t 
let the objection go by unanswered. I 
always make a mental note of the ob- 
jection and answer it later on when the 
prospect finishes talking. His objection 
is mighty important to him. 
_ “We are too prone, however, to drop 
into an argumentative attitude when an- 
swering objections. When an objection 
is raised, always restate the objection 
and then base a refutation of it on one 
point alone. If you are not successful 
at the time, come back to the objection 
later on.” 


Repeated Calls Harmful 


Continuing to call on prospects over 
and over again has meant the loss of 
sorry business than any other thing, he 
said. 

“Men don’t want a life insurance 
salesman to be continually calling on 
them, and so I won’t call on a prospect 
again unless I have a good idea to 
present. Also, I never call on a pros- 
pect unless I am in the right (positive) 
frame of mind. 

“Every successful underwriter has a 
planned presentation,” he added. “He 
must know not only what he is going 
to say but also how to say it. Inflec- 
tion of the voice is very important. 
Practice before a mirror, and also make 
your presentation to your wife for her 
suggestions as regards your inflection.” 

He urged selling, not policies and 
amounts, but what the money will do, 
what the policy proceeds will buy, and 
recommended use of motivating stories. 
About 90 percent of the agents don’t 
work enough, he said. 








Nothing is more devastating to the 
life insurance man in his first two years 
as a fluctuating income. The manager 
should aid the agent in anticipating his 
earnings, leveling off the year and in 
living on his income, and to take away 
the fear of irregular compensation. The 
reason most life insurance men don’t 
save is because they make their money 
by ups and downs. There are some who 
are able to operate on a level program 
but there is much to be done in this 
direction. Nothing attracts good men 
to the business like good men in the 
business and the reverse is also true, 
said Mr. Johnson. 





Finds Attorneys and Trust 
Officers Are of Help 


Ross B. Gordon, vice-president and su- 
pervisor of applications, and General 
Counsel I. T. F. Ring of the State 
Mutual Life left Worcester to fulfill 
speaking engagements in the field. They 
made joint visits to the St.. Louis and 
Chicago offices. Mr. Gordon’s talks, 
which will take him to a number of 
offices, develop broad underwriting pol- 
icy, and he led clinics at the conclusion 
of each meeting. 

Mr. Ring spoke before underwriters’ 
associations in Springfield, O., and Day- 
ton, O., and described the sales angles 
in settlement option and trust work. 
More and more salesmen, Mr. Ring as- 
serted, are learning that success lies in 
explaining the adaptation of life insur- 
ance to individual needs. This type of 
selling requires the use of income insur- 















o BUYERS OF 
ADVERTISING SPACE 


F you buy advertising space today, you have one tremen- 
dous advantage over advertisers of twenty-five years ago. 


Before 1914, men would have given an eye-tooth for the 
vital information on circulation which you can have for the 
asking —in A.B.C. reports. These reports give complete, 
authoritative facts to guide your buying and to make your 
advertising more effective. 

A.B.C. reports reveal and analyze NET PAID CIRCULATION—the 
true measure of advertising value. A.B.C. reports answer these three 
vital questions about circulation: how much is there? where is it? how 
was it obtained? The answers give verified information on quantity, 
and an important index on quality of circulation. 


Don’t fail to make use of this great advantage. Before you buy space 
in this or any other publication, get the A.B.C. report. Study it. Deter- 
mine how the circulation meets your requirements. Then buy with 
the knowledge that you are buying wisely and effectively. 


Our circulation is fully audited in our latest A.B.C. report. We are 
proud of this report and will be glad to give you a copy 


Jk. NATIONAL are 
UNDER WRIT ER Publication 


A.B.C.=Audit Bureau of Circulations=FACTS as a yardstick of advertising value 














